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THE NEW 





Dexter Tie 
Bolt Locks 
now feature this 
“bull-nose” bolt. 


Colonial Design ™ 4 
Set Cat. No. 866 


illustrated y 


The Regal Line by Dexter includeg this Colonial Design Tie Bolt 
Key-in-Knob Set with 6” dia. rose outside, 2%” dia. rose inside and 5” backset. 
Available with pin or disc tumbler cylinder, deadlocking or 
spring latch. This new Dexter Lifetime Lock has solid brass exterior, cold-rolled 
steel interior parts. In standard or two-tone finishes. 

Knobs armored brass, steel reinforced. Lock reversible for any hand of 
door without disassembly. Requires only 1%” dia. hole through door. 





a . Attractive mounted displays available in Detorator Colors: red, blue, green or ivory. 
tp ww NO LOCK INSTALLS FASTER THAN A DEXTER 
Ak DEXTER LOCK DIVISION Grand Rapids, Mi 
DEXTER INDUSTRIES, Inc. 
In Sienite Dexter Lock Canede Lid., Guelph, Ontario Emexice: Dexter Locks, Plata Elegante, S.A. de C. 





a 
| 
rf 


¥-, Mexico City 
























LIFT OUT WASH OR PAINT! 


Weather tight! 
Balanced right! 


Builders and home buyers are insisting upon the 
brand name products that make homes more 
livable— more salable. R‘O'W windows lift out 
for quick, safe washing or painting inside the 
home. They look better and are better. 

They are weather-tight in all seasons because 
spring-pressure compensates for seasonal changes 
—jnsures a snug fit without binding. 


WINDOW BALANCE 


R-OvW ie the registered trade-mark of the R.0.W. Sales Co 


Equipped with the exclusive LIF-T-LOX 
balance, R-O-W windows remain weather- 
tight and operate with new ease. 


LIF-T-LOX does not attach to the sash 
and does not interfere with the famous 














lift-out feature. Upon removal of sash, the 
lock-tab grips channel automatically — 
stays locked until sash is replaced above tab 
and lowered to reactivate the mechanism. 


R-O-W SALES COMPANY, !389 ACADEMY AVE. «© FERNDALE 20, MICHIGAN 
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“You can tell 
by the way she snaps 


4 
! 


Says DONA BROULLETTE of 

LUCKS & CLARKE CORPORATION 

(Hardware, Building Supplies, Millwork) 
WALLINGFORD, CONN. 




















Mr. Broullette’s been cutting glass for over 40 
years. But L’O-F’s “Blindfold Test’ was a 
new one on him. He ran several cuts on four 
well-known brands of single-strength window 
glass. Each piece was marked A, B, C or D 
He didn’t know which was which until after 
he’d picked the one that was easiest to cut, 

He picked “D” every time. “DD” was 
L’O-F. 28 out of the 30 dealers who took this 
test picked L:O'l 

**I didn’t have to take this test to know that 
L:O'F Window Glass is easiest to cut,”’ said 
Mr. Broullette. *“Uhe cutter runs free without 
any strain on me or the glass. She snaps clean 
and quick,”’ 

L-O-F Window Glass is easiest to cut into 
hig pieces or little pieces. It’s easiest to cut 
into angled or curved pieces. You can even 
cut off narrow strips with a light, easy stroke. 

L’O:'F cuts easiest because it is annealed 
more slowly, more patiently, That makes it 
less brittle and more “‘even”’ in structure-——so 


it’s a safer buy for your customers, too 
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Try the 
“Blindfold Test” 
Yourself! 


Cut L-O-F first, last, or in-between the 
other brands, Run any kind of a cut 
you want. You'll see why you have 
fewer bad cuts, less waste and more 
profit with L°O-F, 

Call your nearest L-O-F Distributor. 
These local businessmen are listed un- 


der “Glass” in the yellow pages of 
phone books in many principal cities 
throughout the country. And send for 
your free booklet—"For Greater Profits 
in Window Glass”. 

Write Libbey-Owens-Ford Glass Co., 
608 Madison Ave., Toledo 3, Ohio. 
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Since 1873 a Pioneer in Practical 
Merchandising for Building Material Dealers 


FEATURES 


The Ten Commandments of Productive Selling 


It takes both practice and study to become a profes 
sional salesman. 


Reviewing the 1955 Exposition. 


The Cleveland show was vastly superior rt. last year's, 
but there's still room for improvement. 


Money-Making Methods Told 


Budget selling and a variety of credit plans were just 
two of dealer secrets shared at clinic. 


New Trends in Store Merchandising 


Store Clinic sessions covered everything from ad 
vanced building design to price tags. 


Dealers Urged to Capitalize on Farm Market Potential 


Farm Buildings are the bottleneck to efficient opera 
tion on most farms, says clinic speaker, 


Dealers Study Newest of Materials Handling Methods 
and Equipment 


Proper materials handling equipment and methods re 
sult in lower costs, more efficient operation. 


Giant Strides for Lu-Re-Co icc’ 


Floor panels and interior wall panels for Lu-Re-Co 
system were unveiled at NRLDA exposition, 


Use These Mats in Your Project Ads 


Pictures speak louder than words—and here are some 
to add force to your sales vocabulary. 


DEPARTMENTS 


occ New Products 

ews ... What' 

Washington Report Cohen yn Saget 
Editorial Page hone 

iiieden New Literature 
Manufacturers News Classified Ads 
Lumber Market What's New Coupon 
Lumber Prices Advertisers’ Index 


AMERICAN LUMBERMAN and Building Products Merchandiser is 
published every other Monday at 139 N. Clark St., Chicago 2, Ill. Other 
Vance Publications are HOME Maintenance & Improvement, FOOD 
PACKER and WOOD & WOOD PRODUCTS 





YOU CAN SELL 
MORE LUMBER WITH 
ROSBORO’S 


. . ‘ “7 . 
We maintain a complete, diversified ble, 


inventory of kiln dried dimension 


and shed uppers...from old growth mynd AXUNE 


Douglas Fir and West Coast Hem- 
lock... ready to ship promptly in assorted carloads. 

“Rosboro’s Flexible Inventory Service” is set up to offer you the advantage of our 
year-around complete inventory of quality kiln dried lumber. 


We're proud of our lumber and our Flexible Inventory Service. Give us an order 
... we'll show you why we're proud. 


WRITE for price list and our illustrated booklet, ‘‘This is Rosboro’’. 





Incidentally... 


WE DO NOT SELL OUR 
*paacans”...they make our = eS ‘ 


‘= SS 
fine lumber assortments ’ = 3 NGFIELD ‘OREG 
. => ————_—e =—— => 


possible. = 





DOUGLAS FIR AND WEST COAST HEMLOCK 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


NRLDA Cleveland exposition tops New York show. (See page 26.) 


Tired dealers looking back at the hectic, four-day NRLDA convention pro- 
nounced it a hit. Showstopper was the Showroom Idea Center, The NRLDA, manu- 















facturers and American Lumberman pooled their ideas to create the showroom of 
tomorrow. Geared for self-service and the growing consumer market, the display 
center was described by one retailer as "a showroom which antiquates anything 
we have now." 












No decline expected in 1956 overall building. 
Despite the slack in residential building starts last month, non-residential 
building will offset this drop. Evidence points toward an increase in school 
and church building during the coming year. The next decade is expected to 
develop a market of more than $7 billion for religious buildings alone. 


















Intensified campaign for easier credit. 


Home builders and financing agencies are alarmed at the curbs imposed on 
housing loans, and are pressuring the government to allow them to loan more 
money on easier terms to keep the housing pot boiling. Builders and lenders are 
concerned with the time-bomb effect. The results of recent cutbacks won't be 
felt until next Spring because of the time lag between initial planning, financ- 
ing and actual construction. 











Do-it-yourself market sets new record. 


Far exceeding last year's $6.5 billion mark, do-it-yourself business is 
expected to surpass the $12 billion mark this year. One national advertising 
magazine predicts the handyman market will burgeon into a $19 billion annual 
business. 














Retail sales gain over last year. 
All major groups of retailers report their September sales this year sur- 
passed the same month in 1954. Building materials groups report sales of $1.313 
billion this year against September last year when sales were $1.193 billion. 

















Sleeping Beauty comes to life. 
Often referred to as Sleeping Beauty when credit policies were more lenient, 
Fannie Mae is becoming more active. After a comparative period of idleness, 
Fannie Mae is socking away mortgages at a record rate. The first week in Octo- 
ber, Fannie picked up 289--a new record. AS money-pinched lenders find money 
harder to come by they'll be turning to the FNMA in increasing numbers. 






VA loans pass 4 million mark. 
By approving more than 55,000 loans in August this year, the VA passed the 4 
million mark in mortgages it's approved since 1944. Nearly 18% of the loans-- 

about $4 billion--have already been repaid. 











Predict all-time high Christmas sales. 
With the Christmas season six weeks away, retail stores report shoppers are 
laying away merchandise for the holiday now. Conservative estimates predict an 
increase of 5% over last year's record high. 











Shortages still plague builders 


On the west coast builders are using glass imported from Japan to relieve 
the shortage. In Texas, cement is so scarce it's imported from Mexico. All 
gypsum products are still in short supply. Most dimension lumber is in abundant 
supply and buyers are waiting for further price drops. Oak flooring is up a bit. 
(continued on next page) 
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American Lumberman photograph 


RUSSIAN HOUSING EXPERT tells builder Jerry Wexler, right, how much he is 
impressed with brick veneer finish and dry wall construction used to finish bi- 
level homes at a subdivision near Evanston, Ill. 


Visiting Russians Appraise U.S, Construction 


When a group of Russian build- 
ing experts visited Chicago on their 
nationwide tour this month, Ameri- 
can Lumberman was on hand to get 
their views on our construction 
methods. Here's the firat compre- 
hensive report published in any na- 
tional building materials magazine. 

The 30-day tour, arranged by 
NAHB, led the Russians through 
slum-clearance projects, luxury 
apartments, schools, skyscrapers 
and virtually every type residential 
unit existing in this nation. 

Besides asking pointed questions 
about construction, the Soviet 
sightseers took copious notes and 
sketched rough diagrams of Amer- 
ican building methods. 

The caliber of the Soviet delega 
tion is impressive. Headed by I. K. 
Kozuilia, minister of city and urb- 
an construction for the U.S.S.R., 
it was made up of top construction 
engineers from Kiev, Moscow and 
Leningrad and the president of the 
Soviet academy of architecture. 


Study Labor-Saving Methods 


The delegation’s evident interest 
was in ways of cutting construction 
costs and time. They showed inter- 
est in precutting and panelized con- 
struction, but weren’t too enthusi- 
astic about prefabricated houses. 
The head of the delegation diplo- 
matically commented that stronger 
construction and more weather- 
proofing would be required to with- 
stand the vigorous Russian winters. 

On their tour, the Russians were 
impressed with the high-quality 
of plastering, concrete and dry- 
wall construction. 


8 


Visiting a slum-clearance proj- 
ect in Chicago, Kozuilia, head of 
the delegation, didn’t approve of 
exposed concrete block construc- 
tion. 


Prefer Plaster Walls 


“We would be thrown off the 
job if we left unfinished walls like 
this,” Kozuilia said. “These walls 
should be of plaster. Concrete 
walls are all right for administra- 
tion buildings, but not living quar- 
ters.” 

On an apartment building site, 
the Russians climbed 10 flights of 
stairs to watch plastic tile being 
applied. They asked many ques- 
tions and made numerous dia- 
grams in their notebooks. The 
inquiring Soviets were particular- 
ly interested in how much work 
each man accomplished in eight 
hours. 

In Boston, an accordion-type 
fabric door and a combination 
window caught the fancy of the 
Soviet visitors. They purchased 
one of each and ordered them sent 
to the Russian delegation at 
United Nations headquarters, pos- 
sibly for shipment to Russia. 

In New England, the Russians 
were impressed with the open, airy 
houses and ample expanses of 
glass. They couldn’t believe it 
possible to build large glass win- 
dow walls and have a comfortable 
house in the New England climate. 

At San Bruno, Calif., Kozuilia 
was so impressed with a contempo- 
rary split-level home that he bought 


(continued on page 10) 
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Cement Price Rise Spreads; 
Supplies to Remain Tight 


To offset higher costs of pur- 
chased goods and services, five ce- 
ment producers have raised prices 
10¢ to 25¢ a barrel for the last 
quarter of this year. 

This follows an initial move by 
Lehigh Portland Cement Co. which 
upped prices 24¢ a barrel at its Buf- 
falo, N. Y., and Bunnel, Fla., plants. 

In addition to Lehigh, the follow- 
ing cement producers have an- 
nounced price increases: Alpha at 
its Jamesville, N.Y., plant, 15¢ a 
barrel; Penn-Dixie, Buffalo, 25¢; 
General Portland Cement, Tampa, 
Fla., 25¢; Huron, 25¢ at Buffalo, and 
15¢ at Oswego; at Cleveland and 
Toledo, 10¢; Medusa, at Toledo, 10¢. 
These changes are for fourth-quar- 
ter delivery. 

Several large producers, including 
Universal Atlas, Lone Star and 
Marquette have not announced price 
rises and indicate they will stand 
pat for the present. But, with costs 
of fuel, wages and transportation 
spiraling upward it seems likely 
price increases will spread across 
the entire industry early next year. 

The industry is attempting to 
meet the demand for cement in a 
tight market. In spite of expansion 
programs which are running into 
hundreds of millions of dollars it 
appears cement will be in strong de- 
mand in 1956. 

In 1955 it is estimated mills will 
have produced a record-breaking 300 
million barrels, a substantial gain 
over 1954’s 274 million barrels. 

This gain in shipments reflects 
the effect of the industry’s new 
capital investment program started 
in 1954. The continuation of this 
program should bring 1956 produc- 
tion up to an estimated 340 million 
barrels. 


Nation's Builders Unveil 
Capitol Housing Center 
The construction industry drew 


back a huge blue curtain early this 
month to reveal its new $2.5 million 


National Housing Center in the 
nation’s capitol. 

Vice-president Nixon dedicated 
the eight-story granite and glass 
structure before several hundred 
people. The shiny, modern building 
sponsored by the National Associa- 
tion of Home Builders will house 
the association’s staff and feature 
six floors of exhibits on the latest 
trends in style and design. 

Objective of the Housing Center 
is to bring together in one place all 
the ideas, materials and data that 
will enable architects to plan, build- 
ers to build and home buyers to se- 
lect the best home building equip- 
ment and services American produc- 
tivity can offer. 
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Crestline dealers and distributors 
enjoy many advantages beyond a quality Promotional Program 
product. At the right are but a few publications bocked by public 
of the reasons why it pays to sell Crestline! waa 
The Silcrest Company owns many of its 
own resources, has labor relations most 
companies envy, and goes all out to help its 
dealers and distributors sell a 
better line of millwork! 


none better to build with or to 


Manufactured by The Silcrest Company, Wausau, Wisconsin 


Research and Product 
Development 
A constant program improve 
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NEWS 








VISITING RUSSIANS 
(begins on page 8) 





it on the spot, furniture, fixtures 
and all. The builder is shipping the 
precut home to Russia—prepaid. 

On the labor side, the Reds were 
impressed with the fact that Ne- 
groes and whites worked together. 
On one job, a cigar-chewing plas- 
terer astounded the delegation 
when he told them he smokes six 
cigars a day on the job. 


Few Russian Homeowners 


At one point during an inter- 
view in Chicago there was a clash 
of ideologies between Kozuilia 
and A. V. Vlasov, president, Soviet 
Academy of Architecture. 

Kozulia, through an interpreter, 
announced that in Russia, one- 
sixth of all housing is privately 
constructed. A prospective home 
builder, he said, picks out a lot and 
then goes to his factory bank for 
a loan. He either builds the house 
himself or applies to Kozuilia’s 
construction bureau to have his 
home built.” Since there are no re- 
tail lumber yards in Russia, all 
building materials must be pur- 
chased from a state-owned store. 

“We are in favor of private 
property,” said Kozuilia. 


LANGUAGE BARRIER is broken by I. 
K. Kozuilia of Russia when he uses a 
pencil and a piece fo lumber to ask 
Dave Jonnson how we do it here. 
Jonnson was in charge of concrete 
work at a Chicago school construction 
site visited by the Soviet builders. 


“That is not exactly true,” ob- 
served Vlasov. 

After 15 minutes of heated con- 
versation, the Russian interpreter 
quoted Viasov as saying that most 
people in Russia prefer to live in 
government-owned buildings be- 
cause they “do not want the prob- 
lems of home ownership.” 

Kozulia observed that the Rus- 
sian homeowner can sell his home 
or pass it on to his son, but he is 
not permitted to rent it. 


When Kozuilia was asked if 


membership in the Communist 
party is a prerequisite to home 
ownership in Russia, Vlasov broke 
in to say, “You don’t have to be a 
member of the party, but it’s a 
good idea. Otherwise you have to 
have a big job and be politically 
and ideologically acceptable.” 
The Russians arrived in New 
York Oct. 2—the first Soviet hous- 
ing representatives to visit the 
United States since World War II. 


Zellerbach to Sell 
Fibreboard Interest 


Crown Zellerbach Corp. is nego- 
tiating to sell its interest in Fibre- 
board, Inc., to Pabeo Products, Inc. 

This development was announced 
eary this month jointly by the two 
companies. When negotiations are 
completed the matter will be re- 
ferred to the respective boards of 
directors for approval. 

Crown and Pabco each own 50% 
of the voting stock in Fibreboard, a 
western producer of paperboard 
products. With assets of $77 million, 
Fibreboard had sales of $89,818,000 
and a profit of $6,452,000 in the 
fiscal year ending April 30, 1955. 

For the past several years, divi- 
dends from Fibreboard holdings 
have been the greatest earning as- 
set of Pabco. 

(continued on page 12) 
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page guide to getting the most from the “Air Rights" 


above my present counters and tables. 


Nome 
Position 


Firm Name 


Here the Air Rights above your 


REFLECTOR-HARDWARE CORPORATION DEPT. AL-10 
WESTERN AVE. AT 22nd PLACE, CHICAGO &, ILLINOIS 


Gentlemen: Please send me your fully illustrated 128 


Put your Air Rights to work 


present counters of tables ore un with Spacemaster over-table 


used . « fepresenting an ovtright 


loss of money to you. 


merchandisers like this. 


REFLECTOR-HARDWARE CORPORATION 


ENERA 


2231 S. WESTERN AVENUE 


NEW 


CHICAGO 8, ILLINOIS 


225 W. 34th STREET, 12th FLOOR NEW YORK 1, NEW YORK 


October 31, 1955, American T.UMRERMAN AND 





Here’s how two typical stores 
Sell MORE Stanley -Handyman Tools 


(STANLEY ) 


MATCH 
ANDYMAN/ T0015 





Ralph French of Oakwood Hardware in West Hartford, Conn., sells 
the plus features of the Stanley-Handyman X246 Zig-Zag Rule to a 
customer stopped by the Stanley-Handyman wall unit tool display. 


» (STANLEY 


This Is A Hot Label on a Hot Line 


Popular Priced Matched Tools 


For All Your Customers! 
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ED 


Stanley-Handyman is a short line of 
fast turnover tools for the “Do-It- Your- 
self” market. It’s easy to stock and easy 
to sell. Your customers buy these hand- 
some red and grey matched tools with 
pleasure, and come back to your store 
for more. They buy Stanley with con- 
fidence — it is the known name for 
tools. 

Buy Stanley-Handyman, open stock 
or in a T1 Unit — 171 tools — 95 dif- 
ferent items with our sales tested wall 
display, island display, Pexto conver- 
sion unit, or for your own fixtures. Be 
one of the smart dealers who know 


Leigh Simms of Simms Hardware, Minneapolis, sells a “Do-lt-Your- 
self’ customer from the Pexto Tool Bar converted to a Stanley- 
Handyman Merchandiser by using Stanley’s free conversion kit. 


that Stanley-Handyman does increase 
tool sales. 

Ask your wholesaler about Stanley- 
Handyman, or write Stanley Tools, 120 
Elm St., New Britain, Conn. Ask about 
the matched tool line and display fix- 
tures. We'll send full details, including 
particulars on the conversion kit for 
Pexto Tool Bars. 


Stanley-Handyman from 
The Tool Box of the World 


The Stanley Works New Britain, Conn, 


TOOLS + ELECTRIC TOOLS + HARDWARE « STEEL + STEEL STRAPPING 
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Home Building Contract Lag Signals Slowdown Ahead 


A dip in new contracts for resi- 
dential building is signalling a 
downturn ahead in the nation’s 
home building spree. 

Dodge Corp. says “tight- 
ened housing credit” showed definite 
results in reducing residential build- 
ing contract volume during Sep- 
tember. 

The construction news and mar- 
keting agency made this statement 
in its monthly report covering fu- 
ture construction awards in 37 
states east of the Rocky mountains. 

Residential contracts failed to 


show a gain over the corresponding 
month of the previous year for the 
first time since December, 1953, the 
agency said. The total of $733,382,- 
000 represented a 6% drop from 
September of last year. 

Though residential contracts 
failed to gain, total engineering and 
building contracts last month were 
$2,034,895,000—a gain of 10% over 
September, 1954. This makes Sep- 
tember the 17th consecutive month 
to show improvement over the same 
month a year earlier. 

Nonresidential building contracts 





ROSEBURG offers YOU 
more VERSATILITY 
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ORDERING 


oe 
BUYERS PROFIT BY 
ROSEBURG’S MIXED CAR 
SHIPMENTS OF BOTH 
LUMBER AND PLYWOOD 


Yes, ROSEBURG’S greater 
flexibility in its shipping operations 


teams with famous ROSEBURG 
QUALITY to insure greater PROFIT 
to buyers. Regardless of type, size 

and grade, ROSEBURG specializes in 


QUALITY Lumber and Plywood for every 
building and industrial need. ROSEBURG 


ROSEBURG 
LUMBER CO. 


(eld | mid Ue A ee 
ROSEBURG WHOLESALER 
or JOBBER 

- (1 you don't have his 
a ey 
handy, clip and mail us 
the coupon) 
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products are from the largest stand 
of virgin timber in the U. S. 


100% KILN DRIED 


ROSEBURG LUMBER CO., Roseburg, Oregon 

["}Please send us nome of the neorest ROSEBURG 
Lumber Wholesaler or Jobber. 

[ ] Please send us name of the nearest ROSEBURG 
Piywood Wholesaler or Jobber 


er tober 3 





totaled $708,803,000—up 10% over 
September, 1954. Contracts for util- 
ities and public works came to $592,- 
710,000, a 51% gain. 

A spot check of municipal hous- 
ing officials in 15 key cities across 
the country appears to confirm the 
Dodge tabulation. Some areas con- 
tinue to register building permit in- 
creases, but many which were rack- 
ing up new records month after 
month are down a bit. 

George Cline Smith, economist 
for Dodge, predicts a continuing 
high-level annual demand for 1.2 
million to 1.3 million houses for the 
next decade. 

“Residential construction is only 
part of the picture,” Smith says, 
“and nonresidential construction 
will probably increase enough next 
year to more than make up for the 
decline in home building.” 


Dealer's Research Council 
Discloses Membership List 


Nearly 300 retail lumbermen and 
11 manufacturers are now members 
of the Lumber Dealers Research 
Council, according to a recent an- 
nouncement from Washington, D.C., 
by research director Raymon H. 
Harrell. 

A list of the council’s members— 
the first ever published—was ap- 
pended to the LDRC October news 
bulletin. In addition to the 290 re- 
tail dealers, the following building 
materials manufacturers were listed 
a supporting members of the coun- 
cil: 

Andersen Corp., Bayport, Minn.; 
Carr, Adams & Collier Co., Dubuque, 
Iowa; Cincinnati (Ohio) Sash & 
Door Co.; Curtis Companies, Inc., 
Clinton, Iowa; Design Associates, 
Park Ridge, Ill.; Em-Me-Co Corp., 
Milford, Ind.; Hough Shade Corp., 
Janesville, Wis.; Kimberly-Clark 
Corp., Neenah, Wis.; Lumber Deal- 
ers, Inc., Denver, Colo.; Malta Mfg. 
Co., Athens, Ohio; and R-O-W Sales 
Co., Ferndale, Mich. 

Organized by a group of dealers 
in 1948 to sponsor research bene- 
ficial to the retail lumber dealer, the 
council’s studies cover research-de- 
signed homes, closet walls, windows, 
floors, interior partitions, distribu- 
tion of building materials and Lu- 
Re-Co homes. 


A non-profit organization, the 
council is headed by an executive 
committee made up of 16 dealers 
from widely scattered areas of the 
United States. All funds are al- 
located for research projects by rec- 
ognized institutions. Membership is 
the LDRC is available to dealers and 
manufacturers on a voluntary basis. 


Here is the schedule for member- 
ships for retail lumber dealers: reg- 
ular membership; yards with 1 to 
10 employes, $50; yards with 11 to 
50 employes, $100; yards with more 
than 51 employes, $200. Line yards, 
$25 each, $100 minimum. 
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Only 
ns KEYSTONE 


KEYSTONE 


on aluminum tension 
PROFI 


screens 
have everything! 


YOU'VE COME OUT OF THE PAST 

... you're in the world of today...when 

you sell tension screens. These modern screens are put up and 

taken down in a jiffy from right inside the house. They're easiest to store; 

never have to be painted. They let in more light and air than old-fashioned screens. 





But only Keystone Tension Screens have every feature that brings maximum efficiency and 
safety. All-aluminum, they last for many extra years and never rust or stain the woodwork. 





Fre . . . . . . . . 
The original installation is extremely simple. Only six screws . window... two 
in the top blind stop to hold the removable top bar bracket ... four in the window 


sill to hold the small, neat, permanent brackets. 





Patented, tamper-proof tension catches on foot of screen have knob for proper 
setting to hold screen securely ... Exclusive Keystone free-floating sill bar auto- 
matically adjusts screen to uneven or off-level sill. 





Extra-strong vertical edges of Key- 
stone Screens are 5-strand selvage 
formed of flat wire to provide com- 
plete dependability and tautness. 


For top sales and customer satisfaction, get 
full information on Keystone Aluminum 
Frameless Tension Screens. Write Dept. B-3. 





WIRE CLOTH COMPANY 


HANOVER, PA. «- FOSTORIA, OHIO 
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The “Original” CALKING LOAD 


Dressed up ina 


BRIGHT WEW LABEL! 


Here's the fastest way to calk cracks around windows and 
doors. M-D SPEED LOADS are available in Off-White or 
Pure White Color. Also available with or without Plastic 
Nozzle. Off-White Load shipped without nozzle unless 
specified. Meets Federal Specifications TT-C-598 
(Grade 1). 


Packed 10 SPEED LOADS to a carton or in 
cases of 40 loads. 


CG-4 SPEED LOADER 
works with all types of 
cartridge loads. 


CG-3 STANDARD for bulk 
er loads. Furnished with 


. SA ¥%" nozzle. 


MACKLANBURG-DUNCAN C©°: 777% 


OKLAHOMA ¢ 


H OMA 





































GLAZING COMPOUNDS 


with BUILDERS and DEALERS ¢ 


HAND SQUEEZE TUBES 


for small jobs 


No gun needed. Simply remove cap from built- 

. in nozzle, fasten key over crimped end, turn 
key and start calking. Here's a fast-moving item 

! for over-the-counter sales. Packed 12 tubes in 

a handsome “Silent Salesman" display carton 

i that can be quickly set up on your counter. 

| 
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ANe(ALK CALKING COMPOUND 
f in Bulk—Knife or Gun Grade 


Offt-White Color available in knife grade or 
i gun grade. Pure White Color available in gun 
grade only. Off-White shipped unless White 
specified. Gun grade meets Federal Specifica- 
tions No. TTI-C-598 (Grade 1). Available in 
Yy pt., pt., qt., gallon, 5 gal. and 55 gals. 


NWu-Glaze GLAZING COMPOUND 
Always stays ‘‘PUT”’ 


Here's the perfect material for glazing wood or 
metal sash, replacing pulty, setting plumbing, 
filling cracks, boatwork of all kinds. Clean to 
handle, easy to use. Will not dry out, harden, 
crack or peel. Available in ‘2pt., pt. and at. 
cans; 25, 50, 100, 880 Ib. drums. 
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NuPhalt prastic 
ASPHALT CEMENT for all jobs! 


ideal for sticking down asphalt shingles and 
floor tiles . . . for use on roofs, chimneys, 
flashings. Packed 10 loads to a carton... 
with or without plastic nozzle. Shipped without 
nozzle unless specified. Also available in 2 2 
and 10 Ib. cans; 50 Ib. pails; 550 Ib. drums. 


. , - - 
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Sold by all Hardware, Lumber 
o 


and Bui 


iding Supply Dealers 








FOLDING LEGS 


Make Tables, Platforms, Work Benches 
. « « Quickly, Easily, Inexpensively! 


A natural for the big “do-it-yourself” 
market! Perfect for easy sales to homes, 
churches, caterers, offices, factories! 
Sturdy bright-plated steel Atlas Folding 
Legs are easily screwed onto wood, 
plywood, flush doors, etc.; create extra 
sales of materials! They lock into posi- 
tion open or closed; provide plenty of 
leg-room: make tables that support a 
ton or more! BIG INTRODUCTORY 
OFFER PUTS YOU IN BUSINESS WITH 
SELF-SELLING DISPLAY FOR ONLY 
$72.00 . . . send coupon today! 





ATLAS LEGS ... IN SIZES TO 
MAKE TABLES FOR ANY USE... 
Introductory offer includes 12 sets 
of legs plus handsome display, 
$87.00 value, for only $72.00— 
returns $119.40, 40% profit, at list 
price of $9.95 set. 














Banquet 6 
Dining Tables 


eK 


Ping Pon 
Tables » 


| Sturdy brace 
supports convenient 
shelf if desired. 


FREE! 


DISPLAY 


Handsome plywood. 
3-color display sells 
Atlas Legs right off 
our wall. $15 value 
EE with introduc- 
tory olfer. 


36th & Reed Sts., 
Phila. 46, Pa, 


FILL OUT AND MAIL COUPON TODAY 


All-Luminum Products 
36th & Reed Sts., Phila. 46, Pa. 


() Rush me Introductory Offer of 12 sets of Atlas Legs, 


including FREE display 


(0 Send literature and salesman. My 
distributor is 


Firm Name. 
Address_ 


Zone 
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The first thing you see when you 
enter a room is the door and the 
first impressions mean a lot wheth- 
er in an office or a home. If the 
door shows fine appearance and ex- 
cellent craftsmanship chances are 
good that it is an American Door 


Company product. 


Flush Doors For Every Purpose 


AMERICAN 


DOOR COMPANY 


222 S. Williams 
BELLEVUE, MICHIGAN 
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ALL THE FEATURES 
TO CUT YOUR LUMBER 
s DELIVERY COSTS... 


Use this 
glass block 


@ DeKalb, in ciose cooperation with the 
lumber industry, has designed and built a 
delivery unit to meet the exact requirements 
of the retail lumber yard or pore supply 
house. Provides for handling of lumber, 
nails, hardboard, paints, etc. Half cab 
affords utilizing full length of truck for haul 
ing long pieces of lumber and eliminates 
DESIGNED TO THE long overhang at rear of ge and permits 
loading or unloading from front or rear. 
EXACT NEEDS OF THE Mounts on Ford, Chevrolet, GMC, Dodge or 
LUMBER TRADE! International forward control chassis. Write 
for full particulars. 


___——=3 COMMERCIAL BODY CORPORATION 
~~" 233 W. GARDEN ST. * DEKALB, ILLINOIS 
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McCloud Lumber Co. 


Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co. 
McCloud, Calif. Here's A GLASS BLOCK application that will appeal 
to every woman. It’s a panel of Owens-Illinois 
super clear Glass Block No. 370. 

Point out to your remodeling or new-construction 
customers that glass block panels are as practical 
as they are beautiful. Glass block have the insulat 
ing efficiency of an 8-inch-thick brick wall. . . they 
won't frost or sweat in winter... provide better 
insulation than a window with storm sash. 

temind your customers that glass block are easy 
to handle and install. They can be made to fit any 
size opening hey never need to be painted or 
puttied. They come packed in sturdy cartons of 
convenient size 

For facts about the many ways you can profit 
from the increasing use of Owens-Illinois Glass 
Block* in home, school, factory, farm or commercial 

, . building, write: Kimble Glass Company, subsidiary 
oa ; of Owens-Illinois, Dept. AL-10, Toledo 1, Ohio. 

*Formerly known as INSULUX 


WESTERN 


SOFTWOODS Oo mtgpdteeaat Owens-ILuiino!s 


DOUGLAS FIR. WHITE Fir 





GENERAL OFFICES (D TOLEDO 1, OHIO 
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: NORTHERN “A Milwoukee 
HARDWOODS 


Frocainc 
cA 2 
9x” 


Northern Woods have been recognized for high quality and dependable performance ior 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 


these quality hardwoods. Consult the firms on this page for your requirements in Northern 
Woods. 


"Edward Hines Lumber Go, . . . . « .  Ghieago, Il. “Goodman Lumber Company . . . . . Goodman, Wis. 


Mill at Bergland. Michigan Northern Hardwoods, Hemlock, White Pine, Basswood, Hardwood 
Sales Otfice—77 W. Washington St.—Chicago 2 Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns. 


*Michigan Pole & Tie Co. . . . . » WNewberry, Mich. 


Northern Hardwood Lumber, Old Faithful Hemlock. NORTHERN 
Cadillac-Soo Lumber Co. . . . . Sault Ste, Marie, Mich. WHITE PINE, NORWAY PINE and Piling. Excellent Transit Mill 


Northern Hardwoods, Hard Maple a S: oa . Homioch. White Pine. 
Modern Dry Kilns. Facilities for ' Resawing, etc. 


“Copeland LumberGo. . . . . ss «+ Chleago, I *Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Mills — Marquette and Cusino, Michigan = » ve rg 


Roddis Lbr. & Veneer Co., Ltd.. oom Ste. 
Sales Olfice — CHICAGO — 135 S. La Salle St. Complete stock N. Hawds.. Hemlock, W 


Prod., 
Hardwoods, White Pine and Hemlock. Birch, Pig. Hdwd. Ven'r'd Doors. Plywd. Modern Dry Kiln 


*+Holt Hardwood Go. . . . . « «+ Oconto, Wis,  “*TANonen LumberCo, . . . . » » + Ironwood, Mick. 


Northern Hardwoods, Hemlock. White Pine. Planieg Mill 
Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, Herring- » Hemlock 
Laaes Dementiey tepeee all tepen thats Bear Sieatine. —Moders Dry Kilns. “AAA” brand MMA Hordwosd Pioertag. 


“tJ, W. Wells Lumber Co, . . . . . Menominee, Mich. © “Kimberly-Clark of Michigan, Inc. . . Stice Neenah, Wis. 


Hard Maple and Oak Flooring. Strip. Herringbone, Block patterns. Mills at Marenisco, Mich. 
Custom kiln drying. U grades Hard Maple and Birch lumber, Northern Hardwoods, White Pine. 
-_ rough. Modern Dry Kilns. Expert Millwork. 


tMember Maple Flooring Mfrs. Asan. *Member Northern Hemlock & Hardwood Mfrs. Assn. 
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SPECIAL 


Christmas ‘Projects 


BOOST SALES OF 
REYNOLDS 
DO-/T-YOURSELF 
ALUMINUM 


Now, make a big Christmas item of Reynolds Do-It-Yourself 
Aluminum. Dress up your self-seller rack with the dazzling 
new aluminum foil rack sign—build sample Do-It-Yourself 
Christmas projects to add sparkle to store displays. Get 
three specia! Christmas plans— Reynolds plans Nos. 118 and 
127 for decorations, No. 117 for toys. And don’t forget to tie- 
in Reynolds Aluminum with gift sales of power tools. You’ll 
use aluminum for brighter Christmas business. Ask your 
Reynolds representative to give you complete details on this 
Christmas promotion 


See Reynolds New Program ‘Frontier Sundays on NBC.-TV 


REYNOLDS o-!t-Yourseif ALUMINUM 


Reynoids Metais Company, 2500 South Third Street, Louisville 1, Kentucky 




















CHECK YOURS TODAY! 


This page gives you a complete list of items you should have 
in your Reynolds Do-it-Yourself Aluminum Rack. Use this as 
a check list to keep your rack fully stocked and most profit- 
able. And keep up your tie-in displays of Reynolds Do-it- 
Yourself Aluminum, tools and other do-it-yourself materials 
— get bigger related items sales. 


SHEET PATTERNS 


Plain, leather grain embossed, wood 
grain embossed, square embossed, 
cloverleaf perforated, round hole per- 
forated, lincane perforated, Union Jack 
perforated. All in 36” x 36” sheets. 
Leather grain available in 18’ x 36” size. 


SCREEN AND STORM SASH 
MATERIALS 

Screen frame sections with plastic or 
aluminum splines. 6, 8, and 12 feet. Cor- 
ner clips and locks. Plastic spline on 
spools. Splicers. Hardware kits. Extruded 
storm sash frame members 5, 6, 8 feet. 
Rolled form frame members 6 and 8 feet. 
Braces. 


ALUMINUM BAR 
Ya’ x %" in 6 and 8 foot lengths 
Y%" x 1" in 6 and 8 foot lengths 


ALUMINUM ANGLE 
1x 1" x K,¢" in 6 and 8 foot lengths 
%'' x %" x Ye" in 6 and 8 foot lengths 


Available 
in Conede 


FRE 


Instruction sheets on Screens, Storm Sash, 
Fittings — How to Booklets. 


ALUMINUM ROD 
%" diameter in 6 and 8 foot lengths 


The Most Profitable 
REYNOLDS DO-IT-YOURSELF RACK 


is the ONE that’s FULLI 


TUBING, END PLUGS 

AND FITTINGS 

%", 1" and 14” tubing in 6 and 8 foot 
lengths. 

End plugs to fit all tubing. 


90° elbows, T-butt connectors, wall and 
floor flanges to fit all tubing. 


FASTENERS 

4 sizes of round head machine strews 
and nuts. 

3 sizes of pan head sheet metal screws. 

3 sizes of flat head wood screws. 

3 sizes of brazier head rivets. 


TRIM STRIP 


CUSTOMER 
LITERATURE 


RESTOCK NOW! Call Your Hardware Distributor 
REYNOLDS DO-IT-YOURSELF ALUMINUM 


Reynolds Metals Company, 2500 South Third Street, Lovisville 1, Kentucky 
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VERTICAL 








On flat grain, only the surface toward the bark 
is resistant to splintering “shell-out” after long exposure. 
If siding is resawn from flat grain blanks, every other 
piece necessarily faces the heart, providing an inferior 
surface, 

That’s why The Pacific Lumber Company insists that 
all Paleo* Architectural Quality resawn redwood siding 
must be cut from vertical grain blanks, assuring that 
every piece will provide the full measure of lasting beauty 
and resistance to weather. This is but one of many extra 
premiums in value provided by Palco*... at no extra 
premium in cost. For a free guide to more effective spe- 
cification of the best in redwood, fill out and mail the 
coupon below, or write for Bulletin No. L-501. 





DEALERS! 


This is one of a series of advertisements 
telling the exclusive Palco* Architectural 
Quality Redwood story over 2,000,000 
times each year through the building and 
architectural publications your customers 
read. The bulletin described below is avail- 
able on request, and is being made a 
permanent reference for 18,000 leading 
architectural firms through Sweet's Archi- 
tectural File. This is part of a long-range 
program to help you build your Palco" 
premium quality market. 1-50! 


SEND FOR THIS FREE BULLETIN » 





, e ¢ (me on ow am om oe oe oe om om om om oe ow aw ew ew ae A 
| 
S povily the best-in Rod wood, PA LC@ | THE PACIFIC LUMBER COMPANY 
| 100 Bush St., San Francisco 4, Calif. 
| Please send me, without obligation, the new bulletin 
THE PACIFIC LUMBER COMPANY | 2°08 08s esiens si 
| stancar oico r woo rns, ‘ ‘, r 5 f rain 
| ieee - rie es 
Since 1869 « Mills at Scotia, California | — 
100 Bush St. 35 E. Wacker Drive 2185 Huntington Drive | Title —_ 
San Francisco 4 Chicago 1 San Marino 9, Calif. | 
Company _. . — 
*Trade Mark ® | 
] CS ———————— ee 
MEMBER OF CALIFORNIA REDWOOD ASSOCIATION | City ____________________Zene __ State 
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Report from 





WASHINGTON 


Predict Shorter Work Week . . . Suburbs Grow Despite 
Higher Costs . . . Drift to Quality Homes Continues 


More economic predictions; these 
at longer range than usual and put 
out by a high-ranking government 
economist. Dr. Grover W. Ensley, 
staff director of the Joint Congres- 
sional Committee on the Economic 
Report, made them in a speech to 
the annual convention of the Na- 
tional Consumer Finance Associa- 
tion. 


* * * 


In the next 10 years, so Ensley 
said, he expects the U. S. population 
to increase by 25 million, at least. 
He thinks there'll be an increase 
of 3% per man-hour in output. 
There'll be more leisure time for 
everybody, with some 200 work 
hours less per year for each worker. 
Also he expects a national produc- 
tion of $540 billion, measured by to- 
day's prices; an increase of about 
40%, during the next decade; also 
an increase of more than 30% in 
per capita income. These things, 
Ensley said, “are the probable re- 
sults of reasonable and, I should 
add, conservative assumptions.” 


~*~ *« + 


Sure enough, you can’t use these 
estimates as collateral to secure a 
bank loan; but you can use them to 
check your general policies. Con- 
sumer credit, Ensley pointed out, 
has made possible mass production 
and distribution; and to say that 
credit is too high, because of the 
unprecedented size of the figures, 
is like saying that investment is 
proceeding too rapidly or that con- 
sumption is too high, or that the 
national economy is too prosperous 
in relation to national productive 
capacity. 


* * * 


Elements of strength, supporting 
these forecasts, include the role of 
the government in national economy, 
private investment in plant and 
equipment, over-all consumer de- 
mand, and the easing of internation- 
al tensions. True enough, there are 
possible trouble spots; such as the 
imbalance between farm and non- 
farm commodities and the current 
rise in industrial prices, the chron- 
ically depressed urban areas, and 
possible difficulties in the fields of 


22 


durable consumer goods, residential 
construction, industrial inventories 
and inflexible credit restraints. 


+ =» * 


It’s been suggested that the 40-hour 
work week, including the Saturday 
holiday, has been a considerable 
urge toward the purchase of auto- 
mobiles; one of the strong pillars 
supporting the national economy. 
Those open days point to the open 
road. Also this free time has en- 
couraged the big do-it-yourself pro- 
gram, which adds no small amount 
to the national sales of this indus- 
try. 


a cm 


There's a new word showing up in 
suburban home construction. For 
some time, we've heard much about 
“ranch-type” and “split-level-type”’ 
houses. Now we're beginning to 
hear of “farm-type” houses. This 
means a larger house, wholly or 
partly two-story, with larger rooms, 
beginning with the kitchen, and 
located usually on a larger tract of 
ground; often a couple of acres. 


The suburban trend, we're told, will 
continue through '56, although get- 
ting suitable land, adequately serv- 
iced with water and sewers, is be- 
coming more difficult. Urban re- 
newal is stepping up repair and 
maintenance; but for some time to 
come it will have little influence up- 
on the location or amount of new 
residential building for the type of 
families now being attracted to sub- 
urban life. 


*-_ * +* 


The Bureau of Labor Statistics says 
the average single-family house at 
present costs about $2,500 more to 
build than it did five years ago. 
Building costs have advanced more 
rapidly than general price levels; 
and today’s house is bigger, better 
designed and better equipped. This 
drift toward higher prices and bet- 
ter houses will continue. The in- 
crease in home prices will be ap- 
parent into, or through, next year; 
not merely because building mate- 
riala and labor cost more but also 
because the fastest-growing housing 
market is made up of families whose 


rising income means they can af- 
ford bigger and better houses, su- 
perior in style and equipment, with 
more space and a general upgrad- 
ing of the model, whatever the price 
bracket. 


e's @ 


This matter of better design and 
upgrading of equipment is support- 
ed by various new factors. One is 
the Building Products Exposition 
sponsored by the NRLDA, in Cleve- 
land; one of the great educational 
displays in its field. Another con- 
tinuous exposition was recently 
opened by the National Association 
of Home Builders, in this city. It’s 
an eight-story building, erected at 
the cost of $2.5 million, located four 
blocks from the White House. Six 
floors are given over to the display 
of building products and services. 


oo 


The association expects the new 
building to become the housing cen- 
ter of the country and a clearing 
house for the extensive design, con- 
struction and equipment research 
now going forward. The NAHB says 
it has 33,000 member builders who 
do 85% of the residential building 
in the United States. ... An un- 
usual early group of visitors to the 
center consisted of a delegation of 
10 Russian builders, city planners 
and architects. The Russians are 
making a month-long tour, studying 
various aspects of American home 
planning and construction. 


R. Y. Kerr 





First NRLDA Show Coverage 


In this issue, American Lum- 
berman’s fast-working editorial 
team brings you the first com- 
prehensive report on the second 
annual Retail Lumber Dealers 
Association Exposition. 


This series of authoritative 
articles, starting on page 26, dis- 
closes dealer reaction to the 
model Showroom of Ideas, the 
latest developments in Lu-Re-Co 
at the Cleveland show earlier 
this month. 
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Drops of Water (Condensation) 


Ruined a Fine Home 


Cost over a Million Dollars to 
an Apartment Development 


The owners of a path-breaking apartment 
development had to pay a repair bill of over a MIL- 
LION DOLLARS for ripping out condensation-soaked 
insulation and replacing damaged plaster walls. 


It was necessary to move a fine country home 
to a new site—the state highway was coming 
through. It could not be done. The sills of the house 
had rotted on account of condensation in the walls. 


Today’s tightly built, high-humidity houses 
create vapor problems. Vapor, which is a gas, has 
1/205,000 the density of water at 32°F; about one 
millionth the density at 0°F. Sometimes there is 
excessive flow of vapor THROUGH walls and ceil- 
ings into cold building spaces. This enhances the 
formation of destructive condensation, especially 
where an adequate vapor barrier is lacking, or 
where there is one with too many breaks, or which 
while waterproof is not sufficiently vapor-proof. 


METALS ARE THE BEST VAPOR BARRIERS 


There is now a new’, multiple aluminum, which 
forms a continuous, edge-to-edge “blanket” of uni- 
form depth between studs or joists, giving the 
entire area maximum protection against vapor- 
flow and condensation formation as well as against 
heat loss or intrusion. 


The aluminum sheets, 375 ft. to 750 ft. long 
are almost impervious to water vapor. Infiltration 
under the flat stapled flanges is slight. Condensa- 
tion formation, on or within this type of insulation 
is minimized because of the scientific construction 
of multiple layers of aluminum, fiber, and air spaces. 


The surfaces of this aluminum have high heat 
ray reflectivity (97%); low absorptivity (3%); 
and low emissivity (3% ). Conduction is slight be- 
cause of preponderant air spaces of low density. 
Aluminum and fiber layers retard convection, outer 
and inner. It is available, prefabricated, as Infra 
Type 6 or Type 4. 


*Patent applied for. 


BUILDING PropucTs MERCHANDISER 


The U.S. NATIONAL BUREAU OF STANDARDS 
has published an informative booklet, “Moisture 
Condensation in Building Walls,” describing the 
destruction condensation can cause, and means of 
prevention. Send us coupon for FREE copy. 


Infra Insulation is sold DIRECT TO DEALERS in most 
states. You can carry a COMPLETE STOCK of this fast- 
moving insulation on a COUPLE OF SHELVES, because it is 
so compact, with 1000 sq. ft. in a carton 3’ x 144’ x %’, 
only 14 cu. ft.,.weighing only 45 Ibs. Infra is one of the 
most profitable items you can handle. Ask for DEALERS’ 
PRICE LIST, samples, literature, and displays. Please 
use coupon. 


INFRA INSULATIONS CAN BE PURCHASED 
from 3¢ to 10¢ per sq. ft. depending on the type 


Infra Insulation, Inc., 525 Bway., N.Y.C, Dept. U-10 § 


Please send ( ) Dealers’ Prices. ( ) Samples of 1 
insulation. ( ) Bureau of Standards Booklet BMS63 | 
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EDITORIAL: 


The Ten Commandments of Productive Selling 





In ye palmy days before the advent of the “hard 
sell” there was once a young salesman who came 
to an old timer and said, “Oh, sparsely haired one, 
I find the first half of our twentieth century has 
produced two thousand and four score books on 
selling and salesmanship. Canst thou distill the es- 
sence of these for me that | may earn more daily 
bread now and not spend my life in voluminous 
reading?” 


Replied the teacher, “Oh, lazy one, there is 
no short cut to sales mastery! 


“But that thou mayest work and learn be- 
times I will give thee the ten command- 
ments of productive selling: 


Thou shalt know thy stuff 


— By mastering all useful facts — 
About thy company, thy market and 
thyself; 
About thy products, thy customers’ 
need for them, what it will do for 
them and what motivates their buy- 
ing of it. 


Thou shalt prepare thyself thoroughly 


— By growing an inborn set of spurs to sus- 
tained initiative and creative effort. 

— By always building presentations which 
will prove to prospects each and every 
benefit to them in thy products. 


Thou shalt maintain and express a service 
attitude 


- By revealing thy sincere interest in help- 
ing thy prospect. 

By seeking and listening to his thoughts 
and feelings; 

-By enthusiastically demonstrating the 
most important benefits in thy product 
and service. 

By helping the buyer to buy intelligently. 
By seeking spiritual guidance and help 
in thy sales work. 


Thou shalt treat objections constructively 


~ By knowing that objections mean thou 
hast not explained thy benefits fully. 

- By asking questions which will uncover 
every possible resistance and having a 
productive answer for each. 

— By making the key objections the door- 
way to the sale. 


(Old Timer's Version) 


Thou shalt close with tactful persistence 
and simplicity 


— By giving the prospect a choice between 
two ‘yeses’ instead of a ‘yes’ and ‘no.’ 

— By trying for a close after each impor- 
tant objection is dissolved and each key 
benefit is clinched in the prospect’s mind. 


Thou shalt build sales higher, wider and 
thicker 


— By satisfying the prospect’s complete 
needs, 
By sel‘ing the most suitable quality and 
the most desirable service. 


Thou shalt make a good friend and repeat 
customer of each buyer 


— By doing something special to help or 
please him which is out and beyond the 
normal requirement for the sale. 


Thou shalt make a family tree from each 
sale 


— By securing three or more prospects 
from each new customer — asking him 
the name of friends, relatives, associates 
or acquaintances who might be inter- 
ested. 


Thou shalt graciously express thy gratitude 


— By affirming the buyer’s good judgment 
just before a departing, “Thanks for the 
business’. 


Thou shalt master thy time 


— By logging every fifteen minutes of 
walking time and planning the produc- 
tive use of every possible selling hour. 


And now, my son, know that books on selling 
will ever multiply thy gain. Go thou, and practice 
these commandments. 


But know that only through both practice and 
study canst thou become a Professional. 


Aye, through practice and study, study and 
practice thou too mayest set new records of per- 
sonal achievement. 


Blessings be on thee and thy work all thy days.” 
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The World’s 
Tallest Kilns... 


LOADED 
BY 
TEAM 
WORK .« 


Here at Huss Lumber Co., 
Chicago, is a bank of 3 of the 
tallest kilns in the world. Con- 
structed to conserve space, the 
kilns are 32’ high, have a 50,000 
to 70,000 board feet capacity. 











Loading these kilns is a job 
that calls for smooth team work 
—Ross Carriers deliver the ma- 
terial, Clark-Ross fork trucks 
stack it to the roof. Throughout 
the Huss operation, that same 
combination moves material fast 


Half of the kiln loading team—a Here's the other half of the team: the t | st t L } Par 
10,000 Ib. capacity Clark-Ross fork highly maneuverable 10,000 Ib. ca- =i owes cost, um ber 1S 


truck. High stacking Clark truck loads pacity Ross Carrier! Speed, a one-man . ~~ cn oe 

kilns to roof capacity . . . makes high operation, makes the Carrier a profit- located by the Carriers—stacke d 

ane peeeten, on ee. by the fork trucks. It’s a profit- 
able team... Huss’ sales records 
prove it. 


Throughout the lumber in- 
dustry Clark equipment offers a 
combination that builds profits, 
speeds operations. Your local 
Clark-Ross dealer can show you 


what we mean. 

















Industrial Truck 
C H q n 4 Division 
CLARK EQUIPMENT 


EQUIPMENT COMPANY 


Battle Creek 40, Mich. 





A BETTER BUY WITH LOCAL SUPPLY— 


Genuine Clark Parts 
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AL# 
YAUT TACKERS 


Save TIME, LABOR & MONEY 
for ALL-AROUND FASTENING 
in the BUILDING INDUSTRY 


1-32 “Ga 
GUN TACKER 
FAST! COMPACT! 


USED WHERE LIGHTER, 
SHORTER STAPLE IS NEEDED. 


POWERFUL! VERSATILE! 


USED WHERE HEAVIER, 
LONGER STAPLE IS NEEDED. 


HT-50 
HAMMER TACKER 


EASY...WRIST ACTION! 


HAMMERS STAPLE HOME 
WITH EACH BLOW. 


Building contractors and sub- 
contractors everywhere use 
Arrow Staple Tackers for 
INSULATING, ROOFING and 
many other fastening applica- 
tions! Look INTO IT TODAY! 


lionel 
ARROW FASTENER COMPANY, Inc. 
1 Junive $t., Brooklyn 12, N. Y. Dept. AL 


B pices send descriptive brochure ond prices al 
— Automatic Tockers, 


Name 
B hice 
Jf Address 
i City. 
My supplier is 


he 
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OPENING CEREMONY found Gov. Frank J. Lausche cutting the ribbon while 


NRLDA officials smiled their approval. About 5,000 dealers registered for the 
four-day convention. 





Reviewing the 
1955 NRLDA Exposition 


(For more data on advertised products fill in coupon on page 58) 


improvement. 


Now that the second annual 
NRLDA exposition is history, there 
is a natural tendency to compare 
it with the first show in New York 
and to look forward to the third an- 
nual meeting in Chicago the first 
week of December, 1956. 


Everyone connected with the 
Cleveland show — manufacturers, 
exhibitors, association officials and 
| dealers—agree that this month’s 
four-day session was vastly su- 
perior to the New York effort. The 
convenience of the location, the ex- 
cellent exhibit area and meeting 
rooms, even the weather, combined 
| to provide ideal conditions. 


| Because the show was restricted 


|to dealers and their guests, exhibi- 
'tors knew they were talking only 
'to their immediate customers. The 
| four-day show was long enough to 
|allow dealers to adjust their work 
schedules in order to attend. 





With this solid gain, exposition 
|observers agree there is still room 
for much improvement—necessary 
improvement if the exposition is to 
go forward and gain the confidence 


| 
| 
| 
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Substantial gains over 1954 cited; some suggestions for 


of both dealers and manufacturers. 


Better clinic programs are essen- 
tial. They must be better than any- 
thing the state and regional asso- 
ciations can produce. They must 
sparkle with showmanship; perhaps 
be controversial. They must be a 
springboard for ideas as well as 
action. Improved scheduling of clin- 
ics to avoid overlapping is impor- 
tant. 


Dealer attendance must be im- 
proved. Stimulating meetings 
staged with plenty of showmanship 
will help. Exhibitors agreed that 
the quality of the attending deal- 
ers was high, but the officially- 
announced figure of 5,000 regis- 
tered dealers should be much high- 
er. 


Every great show improves on 
the basis of past experience. There 
is no reason why the NRLDA ex- 
position, abetted by thoughtful 
planning and practical imagination, 
cannot become the No. 1 trade show 
of the country. 


—The Editors 
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NATIONA 
EXPOSITION and 
DEALER CLINICS 
LUMBER Cleveland Auditertwm 
OCTOBER 11-14, 1955 


RETAIL 


DEALERS 
ASSOCIATION ANRUAL 
MEETINGS 
20480 Of BRECTOeS HmBe 
Cleveland Motel 
OCTOSER 9.10, 1958 
CLEVELANS, OHIO 








PROGRAM COVER of second an- 
nual NRLDA exposition. 


RAY A. SCHAUB, newly-elected presi- 
dent of NRLDA, left, receives con- 
gratulations from retiring - president 
Watson Malone III. 


Schaub Is Elected 
New NRLDA President 


R. A. Schaub of the Northern In- 
diana Lumber & Coal Co., Whiting, 
Ind., was elected president of the 
National Retail Lumber Dealers As- 
sociation at a meeting of the board 
of directors in Cleveland, October 
10. He succeeds Watson Malone, 
III, Watson Malone & Sons, Phila- 
delphia. 


Paul R. Ely, Ely-Hoppe Lumber 
Co., North Platte, Nebr., was elect- 
ed first vice-president and James C. 
O'Malley of the O’Malley Lumber 
Co., Phoenix, Ariz., was named sec- 
ond vice-president. H. R. Northup 
and E. H. Libbey were reelected 
executive vice-presidents. 


The directors voted to hold the 
third national exposition in Chicago 





Stanley Presents 


THE PRODUCT 


Here are rules made and pack- 
aged to sell. They’re what your 
customers want... Stanley 
quality in every inch, easy to 
talk about extras, and the new, 
free Magna View utility box 
... the box with the magnify- 
ing lens lid, that every rule 
comes in. Prices range from 
75¢ for the 6’ Pacemaker, to 
$2.89 for the 12’ No. 3612W. 


AND THAT’S NOT AiL 


All 81 of these metropolitan 
areas are reading Stanley Rule 
advertising in the supplements 
of their Sunday newspapers. 
This is local advertising with a 
real wallop. Watch for Stanley 
Rule ads in your town in This 
Week, Parade and American 
Weekly, We'll be glad to send 
you exact dates so you can tie 
in. Write Advertising Dept., 
Stanley Tools, 120 Elm Street 
New Britain, Conn 


SE" 


The Pacemaker Line 


THE PROMOTION 


19 times in September, Octo- 
ber, November and December! 
That’s the number of ads to 
rule buyers — your customers 
— that Stanley has placed in 
these national magazines, 6 
times in the Saturday Evening 
Post alone. 


STANLEY 


The Stanley Works ¢ New Britain, Conn. 


at the Conrad Hilton Hotel during 
the week starting December 2, 1956. 
Tentative plans are being made to 
hold the 1957 exposition in St. 


Louis. Tools * Electric Tools * Hardware + Steel + Steel Strapping 
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infsliding door 
hardware 
...for years 


Sliding door hardware is no sideline 
with us. It’s our entire business! Con 
centration on design and produc tion 
enable us to give you the best hard 
ware at a low price. Builders say they 
can’t miss with Kennatrack. Goes up 
easy, works easy, and lasts a lifetime. 
Reason enough why Kennatrack stays 
in the lead as America’s largest exclu- 
sive manufacturer! 


Kennatrac 


SLIDING DOOR 
HARDWARE 


FREE! 


Invaluable, because it 
takes the guesswork 
out of selecting the 
right hardware for 
the job 


Kennatrack Corp 
Elkhart, Indiana 


Please send free BUYER'S GUIDE to: 


NAME 
ADDRESS 


cry .. -_ STATE 
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Money-Making 


Pastis nes ia 
W yeu are 
planning to 
build onything— 

| See your lumber 
k dealer first! 


GAA 


I 





Methods Told 


EXPOSITION ond 
DEALER CLINICS 


Clevetoad Auditorium 
OcTOSER 11-14, 1955 


ANNUAL 








Retailers share business- 
building finance secrets in 
convention clinic. 


Three retail lumber dealers and 
an assistant commissioner of FHA 
lold dealers how to use various 
finance tools to boost sales and 
profits. These secrets were revealed 
at the building finance clinic meet- 
ing presented at the recent annual 
convention of the National Retail 
Lumber Dealers Association. Com- 
ments of these experts follow. 


HARRY FISCHER — “We were in the 
budget selling business but didn’t 
know it.” 


Budget Selling Boosts Net Profit 


A program of budget selling has 
increased both sales and profits, 
Harry Fischer of the G. J. Apel 
Lumber Co., Sandusky, Ohio, re- 
ported. 

“Our yard is on the outskirts of 
town,” Fischer said, “and we had 
no walk-in trade. We knew we 
should have this in order to in- 
crease our net. 

“When we analyzed our out- 
standing open accounts we found 
we were in the budget selling 
business already, but weren’t get- 
ting the benefit from it. Our ac- 
counts were running up to 90 days 
as a matter of course.” 

Fischer reported he was told 
that Sears-Roebuck & Co. sells 
42% of its volume on budget plans. 
“The only way you can have a suc- 


( \ctober 3] . 
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Consumer credit clinic 


cessful budget selling program is 
to use Title I,” said Fischer, de- 
scribing the various methods and 
forms his firm developed for their 
program. Many of his time pay- 
ment sales, however, are not made 
on Title I, for the Apel Lumber Co. 
program is one of great flexibility. 

“We have the walk-in trade 
now,” Fischer said. “It is due to 
budget selling. Every Saturday 
we have 70-80 people come into 
the yard to make their payments 
and buy more merchandise. In our 
selling we just don’t talk cash sale 
We like to have buyers make their 
payments every week, too, for that 
brings them into the store oftener 
than a monthly repayment. 

“If every lumber dealer got into 
the budget’ selling business,” 
Fischer said, “it would help our 
industry. And the lumber dealer 
would get used to making a fair 
markup on his merchandise.” 


c. B. SWEET — “Money is never tight 
on Title I financing.” 


Repair Market Slipping Away... 


“Lumber dealers are going after 
new homes’ sales, but forget the 
repair market,” declared C. B. 
Sweet, assistant commissioner of 
FHA. “And unless you get to 
work, you'll have the remodeling 
and repair market taken away 
from you.” Sweet is a former 
retail lumber dealer and a past- 
president of the National Retail 
Lumber Dealers Association. 

He reported that the national 
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trade associations of the master 
plumbers and electrical contrac- 
tors are alive to their opportuni- 
ties along this line. 

“These groups are seeking to 
have their members recognized as 
prime contractors,” Sweet said. 
“You lumber dealers will only sell 
the materials for their jobs, aside 
from their own plumbing and wir- 
ing supplies, and you'll sell at the 
price they choose to pay. 

“A lumber dealer has two steps 
to make in getting into budget 
selling under FHA Title I,” Sweet 
explained. “First, contact a lender, 
apply for recognition as a dealer- 
originator of Title I paper; second, 
begin to turn open account busi- 
ness into cash business. 

“Money is never tight in Title I 
business,” Sweet said. “It may be 
tight on first mortgages from time 
to time, but never on home mod- 
ernizing and repair loans. And 
you turn your 30-60-90 day ac- 
counts into cash deals.” 


H. MARVIN SMITH — “The other fel- 
low has the same materials; we can ex- 
cel in service.” 


Uses 7 Credit Sales Methods... . 


At least seven ways of extending 
credit are used by the O’Malley- 
Smith Lumber Co., Yuma, Ariz. 
According to H. Marvin Smith, 
manager of the company, his firm 
has been able to be a leader in 
sales volume and profit in his 
market by tailoring financing to 
the borrower’s needs. 

Smith uses seven finance plans. 
These involve: 

1. using conventional bank mod- 
ernizing loans. 

2. using conventional and FHA 
loans from lender-specialists in 
this field. 

8. using FHA Title II and do- 
ing work on an owner’s plans and 
specifications to insure maximum 
loan commitments. 

4. using conventional 
loans. 

5. developing private sources of 
money through personal acquaint- 
ance of key yard personnel with 
individuals seeking profitable in- 
vestments. 

6. Sometimes carrying small 

(continued on page 57) 
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Dealer William Ferguson (right) demonstrates Alfol 
to builder. Inset: Typical Alfol sidewall installation 


“..Once a builder tries Alfol 
he will seldom use anything else!” 


William Ferguson, Manager of the 
Building Materials Co., Collingswood, 
N. J., is a man well qualified to dis- 
cuss the builder benefits of Alfol 
Reflective Insulation. Before becoming 
a dealer, Mr. Ferguson was himself a 
general contractor. 

“As a builder,” writes dealer Fergu- 
son, “I learned first hand of Alfol’s 
efficiency, application ease and econ- 
omy. Now a supplier, I am still bene- 
fiting from these advantages .. . in 
profitable repeat business. Once a 
builder tries Alfol he will seldom use 
anything else!” 


Compactness cuts costs 
As a dealer, Ferguson also appreci- 
ates the remarkable compactness of 
Alfol Insulation. Put up in handy rolls 
of 500 sq. ft., Alfol minimizes handling 
and storage expense increases 
profitable ‘‘carry-out” volume. 

The illustration at right shows the 
components of the remarkably effec- 
tive Alfol blanket. The multiple alu- 
minum foil sheets, reflecting 95% of 
all radiant heat, space themselves 
automatically. And the rugged kraft 


128-55 


and-duplex backing adds extra appli- 
cation support, provides a positive 
and continuous vapor barrier. Clean, 
modern, efficient, Alfol is a dealer 
insulation. Easy to sell, its compact- 
ness means more profit, less trouble 

. and a better insulation value for 
the customer! 


) kraft-duplex 
backing 


@ foil layers 


(3) reflective 
air spaces 


Send today for free 
copy of new ALFOL 
DATA BOOK which tells 
all about this growing 
favorite in insulation 
Learn how Alfol adds a 
plus value to your homes 

. saves money tool No 
obligation. 


REFLECTAL CORPORATION 
A subsidiary of Borg-Warner Corp. 

310 South Michigan Ave., Suite 2851 
Chicago 4, Ill. 








FLEXIBLE FIXTURES designed by American Lumberman were viewed 
by hundreds of dealers during the exposition. Using blueprints supplied 
by the magazine, leading manufacturers built the units, stocked them 


with merchandise. 


New Trends in Store Merchandising 


Everything from ad- 
vanced building designs to 
price-tagging were covered in 
store clinic sessions. Ameri- 
can Lumberman’s model 
store hailed as the “hit of the 
exposition.” 


wm 
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Store layout clinic 


.... Spotlighted at Store Clinics 


The bright future for store mer- 
chandising right now and in the 
years just ahead ran through all 
of the talks presented during the 
clinics on store layout and display 
at the second annual NRLDA ex- 
position at Cleveland. 

Dealers came away impressed 
by the possibilities suggested for 
better showrooms and by the 
scores of ideas given for the dis- 
play of specific products. As one 
retailer commented: 

“We're just beginning to appre- 
ciate what can be done in our 
stores in the way of better dis 
plays.” 


The program opened with a talk 
by Gordon J. Lawler, managing 
editor, American Lumberman, who 
suggested that a profitable retail 
operation involved four factors: 
building, layout, fixtures, and fix- 
ture merchandising at the point of 
sale. He said that a dealer must 
consider all four factors for a good 
operation. He then showed slides 
that illustrated dated showrooms 


October 31, 


built in recent years, layouts that 
wasted floor space, fixtures lacking 
flexibility and poor display on the 
fixture itself. 


Jim Lindenberger, American 
Lumberman’s architectural con- 
sultant, then discussed store build- 
ing design, placing his emphasis 
on clean, modern structures that 
only used building materials sold 
by the dealer. He then showed 
slides on three new designs for 
buildings commissioned by Ameri- 
can Lumberman. Jim asked this 
question: “Why shouldn’t the 
building materials showroom be 
the most up-to-date in town?” He 
said there was no reason why the 
retail showroom in this industry 
shouldn’t match the finest schools, 
churches and other structures now 
being built frequently with trusses 
and extensive use of lumber. 


“We have this irony,” Jim said. 
“The dealer remodels or builds and 
makes use of brick, which he does 
not sell. Down the street in the 
same town a new restaurant may 
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be going up with post-and-beam 
construction, redwood siding and 
a hardwood plywood interior. In 
my book this just doesn’t make 
sense. You’ve got to use what you 
sell. 


Showroom Idea Center 


30th Lawler and Lindenberger 
invited retailers to visit American 
Lumberman’s showroom idea cen- 
ter in the exposition area. The 
center drew thousands of dealers 
because it showed the new fixtures 
designed by the magazine. The 
fixtures were built by manufac- 
turers and fully stocked with mer 
chandise in the latest manner. 
Paul Ergang, Reflector Hardware 
Co., Chicago, concluded the maga- 
zine’s part of the program by dis- 
cussing merchandising at the point 
of sale. His presentation included 
proper signs, inventory on the fix 
ture and servicing the unit. 


In the afternoon the editors of 
Building Supply News covered 
store layout. One of the highlights 
was a talk by Joseph Guillozet, 
Wood Lumber Co., Birmingham, 
Ala., on the company’s new do-it 
yourself shopping center. Other 
speakers included G. L. Goodson, 
Seth Lumber Co., Lincolntown, 
N. C.; Robert Briggs, Wright- 
Bachman Lumber Co., Charles- 
town, W. Va.; Ed Mathieu, Math 
ieu Lumber Co., Blue Island, IIl., 
and E. R. Steinman, Steinman 
Lumber Co., Milwaukee, Wis. 


The second day included talks 
by Richard J. Brown, sales promo 
tion manager, U. 8. Plywood Corp., 
Don Brann, Easi-Bild Pattern Co., 
H. F. Lee, advertising manager, 
Lucas Paint Co., and William Hill- 
wig and Herbert Saltzer, both of 
the S & H Merchandising Service. 


The clinics were moderated by 
T. Merritt Ludwig, Merritt Lum- 
ber Yards, Inc., Reading, Penna. 
The committee planning the clinics 
included Russell Nowels, Nowels 
Lumber & Coal Co., Rochester, 
Mich., chairman; Bob Jones, ex- 
ecutive director, Middle Atlantic 
Lumbermen’s Association, Phila 
delphia, and Mr. Ludwig. 

Participating manufacturers in- 
cluded Weyerhaeuser Sales Co., 
Inland Steel Products Co., Philip 
Carey Manufacturing Co., The 
Stanley Works, United States Gyp 
sum Co., Sherwin-Williams Co., 
The Celotex Corp., U. 8. Plywood 
Corp., American Cabinet Hard 
ware Co., Formica, Macklanburg 
Duncan Co., Carr, Adams, Collier 
Co., and the Masonite Corp., The 
Congoleum-Nairn Co. installed a 
new linoleum floor in the model 
store. 
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CLINIC SPEAKERS included left to right: Gordon J. Lawler, American 
Lumberman; Paul Ergang, Reflector Hardware; James Lindenberger, 
American Lumberman’s architectural consultant; and T. Merritt Lud- 
wig, Merritt Lumber Yards, Inc., Reading, Penna., Clinic moderator 


MANUFACTURERS’ cooperation in the showroom 
idea center made the entire promotion a success. They 
built the fixtures and showed the latest methods for 
displaying a wide assortment of products. 


CROWDED CLINICS showed the interest of dealers in store layout and 
design. About 25°, of the dealers interviewed by American Lumberman 
said they planned to remodel or build new showrooms in the immediate 
future 











Now at the sign of Dutch Boy* 


vewting int 


in smart, new 





TODAY, the “Dutch Boy” dealer who handles 
both new WONSOVER and Color Gallery is sitting 
pretty. 

New WONSOVER and new Color Gallery Paints 
(FLAT WALL ENAMEL) are modern Nalkyd fin- 
ishes. “Easy-does-it” paints from the word “go”! 
And paint buyers are going for these easy-to-use, 
easy-to-clean Nalkyd interior finishes in a big way. 





The right colors... 
right at a woman’s fingertips! 


With the Color Gallery, a “Dutch Boy” dealer can 
Credits Color Gallery for help customers find the high-fashion colors they 
want, fast. And at the turn of a chip, their whole 


44 BETTER THAN color scheme is right there. All worked out! For a 


quick sale and a quick profit! 


10 TIMES TURNOVER”? | aivays on the ready 


. aetna er 
Mr. Joseph G. Gray, Meadville Paint & Wallpaper with ready-mixed wall paints! 
eno y igen beng a Bn oa eae ‘te When customers want ready-mixed wall paints, 
little over a year. “Our Gallery gave us better than “Dutch Boy” dealers now have brand-new Nalicyd 
10 times ailceeenit fen, euehien WOoNSOVER for them in a wide range of fast-selling 
; colors! A wonder paint if there ever was one, new 


WONSOVER is easy to apply, easy to wash. It’s odor- 
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Gets 400% 
sales increase with 
new WONSOVER 


Mr. Bill Spencer, Spencer Paint & 

Glass Company, Newcastle, Pa., 

writes that “In just two early 5 

months of this year (1954), we bought 1030 gal- 
lons of new WONSOVER and matching satin gloss 
colors, and believe me we sell it all. Our sales are 
400% above last year’s.” 








less. It dries fast. It’s popularly priced. On top of all this, 
new WONSOVER guarantees color harmony from wall 
to wall, room to room — an idea with terrific appeal for 
today’s paint buyers. 
To “Dutch Boy” dealers: if you’re not yet carrying 
both WONSOVER and Color Gallery, sign up next time 
your “Dutch Boy” salesman calls. We want this to be 
a big profit year for you. The biggest ever! 
To dealers everywhere: if you'd like tu put in the 
fast-selling, nationally advertised “Dutch Boy” line, NATIONAL LEAD COMPANY: New York 6; Atlanta: 
find out if there is a “Dutch Boy” franchise available Buflalo 3; Chicago 80; Cincinnati 3; Cleveland 13; Dallas 2; 


. . Philadelphia 25; Pittsburgh 12; St. Louis 1; San Francisco 10; 
in your area. Phone or write our nearest office. Boston 6 (National Lead Co. of Mass.). Reg. U.S. Pat. Of. 
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Dealers Urged 





To Capitalize on Farm Market Potential 


Clinic speakers say 
farmers look to lumber deal- 
ers for expert advice and 


materials. Need for new 


buildings is critical. 


POLE BUILDING SALES developed 
by one yard over a four-year span are 
shown in this chart held by Robert R. 
Rowe, Doane Agricultural Service, 
Inc., St. Louis. 


Economy of Pole Buildings 


Farmers want efficient buildings 
to help them save money and 
labor, Robert R. Rowe, assistant 
manager of the Industrial Research 
division of Doane Agricultural 
Service, Inc., told dealers in his 
talk, “Economy of Pole Buildings.” 

Pole buildings are not cheap, 
contrary to popular opinion, Rowe 
said, but they are less expensive 
than most conventional construc- 
tion per square foot. He labeled 
farm buildings the “bottleneck” to 
efficient operation on most farms. 

If designed, located and built 
correctly, pole buildings .mean 
economy for both the farmer and 
dealer, Rowe added. 

“You have a more salable prod- 
uct due to its competitive charac- 
ter and thus a lower sales cost. 
The building can be erected rap- 
idly, enabling your crews to han- 
dle more volume for you. 

“Your economies save some 
money for the farmer. Assuming 
that the design is right and that 
it is located conveniently, the 
farmer saves money every time he 
uses the building.” 

Farmers, like industrialists, 
Rowe pointed out, need tools with 
which to increase their volume. 
And efficient buildings can be 
those tools for the farmer. With 
them, he can attain greater volume 

volume that means more money 
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in his pockets and more money he 
can spend on another new farm 
building to further expand his 
volume. 

“If you are to get your share of 
the farmer’s dollars,” Rowe em- 
phasized, “you must be equipped 
to provide him with an ever-ex- 
panding line of complete, turn-key 
services. He wants to buy a barn, 
not a pile of lumber. He wants 
modern, one-story buildings that 
are flexible in use and ones which 
will reflect true economy. And he 
ean have them, too, if you will 
prepare yourselves to become the 
farm building authorities in your 
communities.” 


FARM BUILDING PLANS are studied 
by Phil Runion, secretary of the Ne- 
braska Lumber Merchants Association, 
left, a farm clinic committee member; 
Armin L. Klemm, Monsanto Chemical 
Co., who spoke on treated wood and 
Al Quinn, advertising director for Wm. 
Cameron & Co., Waco, Tex., a clinic 
speaker 


Expert Offers Advertising Tips. . 


“Whatever can be sold without 
advertising can be sold better and 
at less cost if it is properly adver- 
tised.” So said Al Quinn of Wm. 
Cameron & Co., Waco, Texas, ad- 
dressing the farm market clinic at 
the NRLDA convention. 

Quinn gave six pointers to farm 
market advertisers: 


1. Advertise consistently. 


2. Determine what you should 
spend (money spent to put the 
company name in a church social 
program is not advertising and 
shouldn’t be included in your ad- 
vertising funds). 


3. Pick one medium of advertis- 
ing and concentrate on it; if nec- 
essary, using lots of small ads in- 
stead of a few big ones. 


4. Set up something special for 
promotion, with a special fund for 
such special events. 
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Farm market clinic 


5. If your price is right, put it 
in the ad, so the buyer will know 
he can afford it. 


6. Sell the package, including 
both materials and labor. 


For newspaper advertising us- 
ers, Quinn suggested: Use the 
Monday paper if your paper is a 
daily, for that is the smallest 
paper of the week; you'll have less 
competition. Monday newspapers 
are the only ones of the week 
which come out a full 24 hours 
after the earlier paper; this gives 
greater readership, too. 

“Keep your radio announce- 
ments short,” advised Quinn, “not 
more than 50-75 words. 

“Do you use direct mail? What- 
ever you use, make it good,” Quinn 
urged. He stated there is no need 
of having a recipient’s name on 
direct mail pieces. Always include 
the county agent and the home 
demonstration agent on your mail- 
ing list. 

“Remembrance advertising items 
are fine, but don’t be misled by 
novel gadgets,” Quinn said. “If 
you give away useful items as ad- 
vertising, make sure they are truly 
useful. 

“Your yard and store house- 
keeping is a part of your advertis- 
ing,” Quinn warned. “You are 
judged by the way you treat your 
materials.” 


New Profits in Treated Lumber. . 
Profit-making opportunities for 
selling the farmer treated lumber 
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were pointed out by Armin L. 
Klemm, supervisor, wood preser- 
vatives and special chemical sales, 
Monsanto Chemical Co., St. Louis. 

“If you know your farmer is go- 
ing to use wood in any of the fol- 
lowing places, you will do him a 
favor by urging him to use treated 
wood,” Klemm declared. 


1. Wherever wood is in contact 
with the ground — fence 
posts, poles, siding, trellises, 
etc. 


Mud sills, plates, sub-floor- 
ing and all foundation lum- 
ber. 


Wood exposed to the ele- 
ments without adequate pro- 
tection from paint. 


Discussing briefly the treatment 
of lumber by painting, dipping and 
pressure treating, Klemm said 
there are over 85 fully equipped 
and experienced plants throughout 
the country prepared to pressure 
treat wood. Some of these plants 
treat small quantities of lumber on 
special order for dealers. 

“However the inventory problem 
is handled,” Klemm pointed out, 
“the treating price schedule usual- 
ly permits the dealer a good mark- 
up on treatment as well as on the 
lumber.” 


Studies have shown the economi- 
cal advantages of treated lumber, 
Klemm added. For example, the 
life of an untreated post is eight 
years while the average life of a 
pressure-treated post is 30 years. 
Figuring the original and installa- 
tion cost of both types of posts 
over a 30-year period shows that 
the untreated post costs 13¢ while 
the treated posts costs only 42¢ 
annually. 

A Monsanto survey disclosed 
what farmers are using treated 
lumber for and to what extent. 
Although 90% of the farmers 
queried had used lumber for some 
purpose since 1949, only 37% had 
used treated lumber. Of this 37%, 
two-thirds of the farmers had set 
treated fence posts and only one- 
third had used treated poles or 
dimension lumber. 

“There are countless places 
where treated wood should be used 
on the farm,” declared Klemm. 
He mentioned hay racks, building 
splash boards, corn cribs, feed 
bunkers and hog feeders. Other 
highlights of the farm survey 
were these: 


1. Highest use of treated fence 
posts (38%) was with live- 
stock farmers. 

No farms under 100 acres 
reported using treated poles; 
11% of the farms over 260 


acres reported using treated 
poles. 


SUILDING PropucTS MERCHANDISER 


Poultry farmers used treated 
posts for new construction 
more frequently than any 
other group. 


More fence posts are set in 
March, April and May than 
any other three months of 
the year. 


Some 69% of the users of 
treated posts reported that 
their local lumber yard car- 
ried treated posts. 


DON ROSS, field merchandising man- 
ager, Successful Farming, Des Moines, 
right, was the moderator at the three- 
day farm clinic sessions. Prof. R. C. 
Miller, department of agricultural en- 
gineering, Ohio State University, left, 
urged dealers to capitalize on the farm 
building market. 


Farmers Need Many 
New Buildings. . 


“Farm buildings don’t cost, they 
pay,” Prof. R. C. Miller of the de- 
partment of agricultural engineer- 
ing, Ohio State University, told 
dealers. He said the greatest 
problem confronting agriculture 
is the problem of buildings and 
pointed out the tremendous oppor- 
tunity for alert dealers to capital- 
ize on this market. 

An Ohio farm survey has shown 
that the average farm home needs 
$1,000 in essential repairs such as 
shingles and siding. This figure 
does not include remodeling. 

Miller estimated that the aver- 
age lumber yard has a potential 
of $250,000 annually in farm build- 
ings. The lack of moré%and better 
buildings is not caused by money 
shortage or high prices, the speak- 
er said, since farmers actually do 
more building in depression and 
recession times. It is more of a 
problem of merchandising and 
credit. 

“When the day comes when a 
farmer can turn in a privy as down 
payment on a house, you will have 
the same credit situation as now 
prevails in the television and new 
car fields,” Miller declared. 

He added that only 40% of the 
Ohio farm homes have flush toi- 
lets. Every farm needs at least 
two houses, Miller pointed out, 
since a second and sometimes a 


third generation lives on the farm. 
The shortage of the necessary 
number of homes on the farm was 
blamed for the rapidly-declining 
farm population. 

Miller described the farm of 60- 
100 acres as the best operated 
unit, declaring “you can’t find a 
little farmer who wants price sup- 
port.” He urged dealers to make 
the most of this market. 


“You have the first chance at the 
farmer for farm buildings. He 
needs good barns to work in and 
good houses to live in. Sell him 
the best. He needs better build- 
ings, not poorer buildings.” 


MAILING PIECE sent out six times 
annually by The Long-Bell Lumber Co. 
is looked over by Tom Hope, manager 
of the advertising and merchandising 
departments of Long Bell, left; W. B. 
Kennedy, Jr., president and general 
manager of The T. H. Rogers Lumber 
Co., Oklahoma City, chairman of the 
farm clinic committee and W. D. Wat- 
son, general manager of the retail 
division of Wm. Cameron & Co., Waco 
Tex., a committee member. 


Give-Aways Help Boost 
Farm Traffic. . 


Consistent advertising is neces 
sary to keep the farmers coming 
into your yard, Tom Hope, mer- 
chandising and advertising man- 
ager for The Long-Bell Lumber 
Co., Kansas City, Mo., advised 
dealers. 

Hope showed an eight-page mail 
ing piece in color sent out to box 
holders six times a year by Long 
Bell. A give-away item is illus- 
trated in the mailer to build traffic. 
These have included baking dishes, 
mixing bowls and glass ware 
items. Frequently a tie-in with 
some other item, like juice glasses 
with a decanter, has helped pa 
the cost of these give-aways, whieh 
have been very successful in stim- 
ulating traffic. 

“We should be proud enough of 
our merchandise to price it,” as- 
serted Hope, who told how Long- 
jell advertises its budget plan. 
Some of the Long-Bell yards erect 
farm buildings for customers. 
Hope urged dealers to tie-in with 
their state universities to distrib- 
ute farm building plans. 
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FORK LIFT TRUCKS from four different manufacturers are shown 


here waiting for their individual demonstrations. 


Dealers lined the 


balcony rail and sat in bleacher seats below. 
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Materials handling clinic 
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retail building 
materials dealers learned about 
the newest materials handling 
equipment and methods during the 
carefully-planned, four-day pro- 
gram at the NRLDA exposition in 
Cleveland. 

More than half a million dollars 
worth of handling equipment was 
put through the paces of unloading 
and loading rail cars and motor 
trucks in ideal inside and outside 
demonstration areas. Special ses- 
sions covered every phase of ware- 
housing and delivery problems. 

Here are some quick materials 
handling facts for dealers. The 
information is derived from a key- 
note talk by J. D. May, product 
engineer, customer service depart- 
ment, United States Gypsum Co., 
Chicago, Tl. 

Attitude Important 

It is exceedingly important that 
many dealers amend their atti- 
tudes regarding materials han- 
dling problems. Many, for ex- 
ample, never take time out to 
consider that many of the histori- 
cal and costly methods of handling 
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building materials can be changed 
for the better. 


Check for Problems 


It is a good idea to take a walk 
through your own yard with your 
foreman at a period of the day 
when yard operations are at a 
peak. Here are the things you 
should note during this tour: 

1. The physical layout of out 
side storage. 

2. The aisle space used in order 
filling, receiving and stacking of 
materials. 

3. Unused space that is now oc 
cupied by yard waste. 

4. Storage area that is occupied 
by slow moving items. 

5. The number of man hours 
required to unload and stack each 
type of material from box cars 
and trucks. 

6. The distance that materials 
must travel from the box car to 
storage. 

7. Yard obstructions which de- 
lay delivery trucks approaching 
the lumber stacks or bins for load- 
ing. 

(continued on page 38) 
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Cash in on the big 
“DO -IT- YOURSELF 
MARKET” 
with AIRFORM 
METAL LEGS 
by Nord-Craft 








This brand new item appeals to every do-it-yourself fan, 
every furniture owner. Puts new style in old sofas, chairs, 
tables, TV, chests .. . and 4 AIRFORM Legs attached to a 
mirror, tray, door or other flat wood surface produce a 
distinctive modern Cocktail Table. National advertising 
reaches your customers through Popular Mechanics, Popular 
Science and others. Easy to attach . . . screws are furnished, 
Constructed of steel . . . scuff-free black satin finish, solid 
brass ferrule. Available in 7 sizes between 6 and 28 inches. 
Set of 4 legs in carton, complete with screws, priced to 
retail at $6.95 to $11.95. A big-selling new item for you 

. a “natural” for extra sales! Write today for free illus- 
trated brochure and price list. 


Me fr, é (Yee é 4 
ONLY : 
HAS ALL THESE FEATURES... 
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Nord-Craft Industries 


Dept. C, Box 565, Madeira, Ohio 








MODERN 
WARDROBE HARDWARE 


70 WS—1” dia, 


ADJUSTABLE HANGERS WITH 
NYLON BALL-BEARING ROLLERS 


OPP tan 
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Grade Marked and Double End Trimmed 


Quality manufacturing and Dressing for 
complete reliability 


t f y cy flooring—siding—boards, etc 


Choice timber, kiln dried for stability, 
manufactured into first-quality products. 


inquire today 





W. M. McGOWIN LUMBER CO. 


PINE APPLE, ALABAMA 


as you like it! ul 


kiln dried yellow pine i 








Vv 400—-Me 
either 70 WS or 20 WR wheel, 
Roll formed for precision uni- 
formity. V bottom prevents dirt 
from obstructing wheel—wheel 
always rides in center of track. 


f 


) i? 


life-time nylon 
ball-bearin 
wheel fits V 4¢ 

} metal “no-jump” 
track. Slot adjust- 
ment—hanger off- 
set automatically 
provides by-pass 
clearance for 
doors of %” 1"; 
1%” and 1% 
thickness. 


a 


tal track, used with 


20 WR— Remov- 
able type. Same 
as 70 S except 
ie” wheel per- 
mits doors to be 
lifted in and out 
without removin 
hardware — whee 
cannot jump the 
track. 





Made of heavy gauge 
steel, precision ma- 
chined and cadmium 
plated, “Finger tip” ad- 
justing feature speeds 
installation—door can 
be hung true in min- 
utes. Lifetime nylon 
rollers on factory lubri- 
cated ball-bearing 
wheels. 


METAL REINFORCED POCKET JAMBS 


Heavy gauge steel 
channels run full length 
of pocket jambs—locked 
into header for extra 
strength. Prevents clos- 
ing at top of frame. 


GUIDE SPACER AND METAL TRACK 


Exclusive guide spacer 
assures proper pocket 
space for life of build- 
ing~door glides 
smoothly in center of 
Rot ket—no scraping. 
ollformed metal trac 
is produced to precise 
tolerances. V bottom 
prevents dirt from ob- 
structing wheel. 


ARTHUR COX & SONS, INC. 
70 N. Sycamore, Pasadena, Calif. 


Please send free literature on Glide-Master 
Sliding Door and Wardrobe Hardware. 
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STRADDLE TRUCK and 4x6 
operate to transport gypsum board 


(begins on page 36) 


8. The position of the railroad 
spur in the yard. 

9, What materials are being 
handled several times before they 
reach storage. 

10. Look at your warehouse. 
Appraise the condition of the 
floor, ceiling height, note the 
square footage materials occupy 
and the methods used in getting 
materials in and out. 


Fewer Trucks Needed 


Many dealers find that once 
their yard is mechanized and mod- 
ernized, they have one or two de- 
livery trucks that are not needed. 

This is because a lift truck plays 
such a major role in loading of 
delivery trucks that an individual 
truck can make two to four more 
deliveries per day. 

In the warehousing operations, 
the use of wood pallets for bagged 
goods allows greater flexibility in 
storage areas and permits more 
speed and convenience in loading 
delivery trucks. 

Bagged goods can be loaded on 
wooden pallets in the box car, me- 
chanically moved to storage and 
tiered three or four units high for 
about 50¢ per ton. 

The use of a hand truck for un 


SCISSOR TRUCK enables the delivery of mate 
building 


riale direct to roofs or second floor 


sites 
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dunnage 


boards co 


LUMBER TFEE equipped with a butterfly roof was 


demonstr 


| to show dealers how to store lumber 


for quick in-and-out service. 


loading cars of gypsum board lath 
reduces handling costs by $30 per 
car. 

Manufacturers are beginning to 
recognize the value of shipping 
their products in unit loads 
(strapped packages). For ex- 
ample, one manufacturer reports 
that the use of unit loads aided in 
reducing damage claims over a 
period of 10 motnhs by more than 
$36,000. 

It is obvious that it is the desire 
of all building materials manufac- 
turers to load and brace all ship- 
ments so they will arrive at the 
destination in a No. 1 salable con- 
dition. 

We have seen good conveyor 
systems result in the difference 
between a loss and a profit in han- 
dling asbestos siding shingles and 
other packaged items. 


Manual vs. Mechanical 

Recently we asked one dealer 
for a frank appraisal of the flat 
car service with unit loads based 
on his experiences with manual 
versus mechanical unloading 
methods. Here’s his reply: 

“We find that it requires three 
men working one and one half 
days each (36 man hours) to un- 
load a box car of plasterboard by 
hand and stack it in our storage 
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area. At our present wage scale, 
this represents a labor cost of $70. 

“One man, working alone and 
using a 10,000-pound capacity fork 
truck, unloads a flat car of plas- 
ter board and piles it in storage 
in a maximum of 24% hours. Our 
labor cost for this is $7.50. 

“When you consider that a flat 
car contains 40% more plaster- 
board than a box car, our cost to 
unload an equivalent amount by 
hand is increased to $98. The dif- 
ference between this $98 and 
$7.50 represents a $91.50 reduction 
in our operating expense for each 
flat car unloaded.” 


Members of the materials han- 
dling planning committee for the 
NRLDA_ exposition were: John 
Moeling, president, Sterling Lum- 
ber & Supply Co., Chicago, chair- 
man; Clarence A. Thompson, 
Thompson Lumber Co., Champaign, 
Ill.; R. R. Dooley, U. S. Gypsum 
Co., Chicago; W J. Salmon, Build- 
ing Supply News, Chicago; Carl W. 
Muhlenbruch and E. C. Koerper, 
Educational & Technical Consult- 
ants, Inc., Evanston, Ill. 


COVER. Steel strapping firms showed 
how banded, unitized loads can cut 
handling costs for both dealers and 
manufacturers. 


TEMPORARY SUPPORT for lumber stack falls free 
as a delivery truck backs onto a load of lumber 
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LUMBER. 


QUALITY AND SERVICE FROM A LEADING MANUFACTURER AND DISTRIBUTOR 


WESTERN WOODS SOUTHERN WOODS 
Fir—Hemlock— Cedar Yellow Pine—A.D. & K.D. 
Spruce— Ponderosa Pine Finish — Boards — Dimension 
Poles— Piling Oak Flooring —Poles—Piling 

Sales Office—The Equitable Building Sales Office—Southern Finance Building 
Portland, Oregon Augusta, Georgia 


we GP) @~ GEORGIA — PACIFIC 
PLYWOOD COMPANY 





PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
Trade Mart High Altitude, Soft Textured Growth q 
\ Pr 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


. SUSANVILLE CALIFORNIA 
Registered 














Seruing Lumbermen | CONVEY IT... 
snceIGI2 oy | FOR FASTER LOWER COST HANDLING 


e substantial cash dividends 
¢ trained engineers 


e more than 80 branch claim offices 
in U.S. and Canada 








Lumbermens “Wu “a 


Opereting in New York state as (American) Lumbermens Mutval Casvelty Compeny of illinois 
James $. Kemper, cheirmen HH. G. Kemper, presid: © Mutvel | Building, Chicege 40 








English Type 
RAIL and HURDLE 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping —_ 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 


No. AL-105. 
PROFITS FOR DEALERS! 
- YOU SELL FENCE 
2, 3, 40r5 rail. Can be painted We Carry Inventory Saaeen® Coeeveven co. 
or allowed - age naturally {Lt TYPES—Prom large Estates to North St. Paul, Minnesota A= — 
without cost for upkeep. FOR LONG LIVE~Eatice Peace < Sales and Service in ———— GRAVITY & POWER 
SCREEN TYPE PICKET §& (both posts and rails) can be treated Principal Cities — 

* h n in catalog with sationally known— c ° NVE yor $ 

GENES how PENTA PRESERVATIVE 


OOD PRODUCTS CO.., Toledo, Ohio 
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INTERIOR WALL PANELS for the Lu-Re-Co system of construction were unveiled at 
the NRLDA exposition. Vertical panels, such as the one at the right, are used for spaces 
of less than four feet. Horizontal panels are used for larger wall spaces. Examining the 
panels, left to right, are J. T. Lendrum, Paul DeVille and Ray Harrell 
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Giant Strides for Lu-Re-Co 


Two new structural components—floor panels and in- 
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terior wall panels—now available for Lu-Re-Co builders. 


The two-year-old Lu-Re-Co sys- 
tem of home construction, which 
was designed to help lumber deal- 
ers meet the mounting competition 
from prefabricated house fac- 
tories, took two giant strides for- 
ward during the NRLDA exposi- 
tion in Cleveland. 

Formerly, the system consisted 
only of 4’x8’ exterior wall panels 
and full-span roof trusses which 
could be fabricated by lumber 
dealers for contracted and do-it- 
yourself houses. 


During the Lu-Re-Co clinics at 
the exposition, two completely new 


ee tober 31, 


Lu-Re-Co structural components 
were revealed. These are: 

1. Floor Panels, which can be 
made in 4’x8’, 4’x12’ or 4’x16’ sizes 
using dimension lumber and ply- 
wood or hardboard subflooring and 


2. interior wall panels, built 
also on the system’s four-inch 
module and erectable after the 
house has been closed in and par- 
tially finished inside. 

Capacity audiences, which to- 
taled more than 1,200 dealers, 
heard Prof. James T. Lendrum, 
director, University of Illinois 
Small Homes Council, describe the 
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EXTENSION TABLE, measuring 4’x4’, is attached to the end of the standard 
4’x8’ jig table to allow construction of the 4’x12’ floor panels 


two new structural components for 
Lu-Re-Co. The entire Lu-Re-Co 
system was developed by the Small 
Homes Council under a grant from 
the Lumber Dealers Research 
Council. 


Floor Panels 


The new floor panels are built 
in length multiples of four feet 
on the same jig used in making 
the exterior wall panels. A 4’x4’ 
extension table is placed at one 
end of the 4’x8’ jig table to enable 
fabrication of the 4’xl2’ floor 
panels. 

The floor panels basically con 
sist of 2”x6” side members and 
2”x4” cross members. The 2”x4” 
cross members, which fit at right 
angles to the side members, can be 
spaced either 16” or 24” o.c. The 
2”x4” members rest on 2”x2” 
blocks placed at the bottom of the 
2”x6” side joists. The top edge of 
the 2”x4” cross members fit flush 
with the top of the side joists and 
provide adequate nailing area and 
support for the sub-flooring. 

Sub-flooring material, which is 
applied while the floor panel is in 
the jig, can be one-half inch ply 
wood or hardboard. A 4’x12’ floor 
panel with the sub-flooring applied 
can readily be handled and put in 
place on the job by two men 
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Prof. Lendrum recommends that 
the grain of the plywood sub-floor 
ing be applied at right angles to the 
side joists. This is to prevent sag- 
ging of the floors between the mem- 
bers as it utilizes the full strength 
of the plywood. 

“With the new floor panels,” 
says Lendrum, “lumber dealers 
will be able to convince contrac 
tors that they can install wooden 
floors over a crawl space as easily 
and perhaps more economically 
than they can install concrete slab 
floors for their homes. This, of 
course, enables greater sales of 
lumber and flooring materials.” 

Interior Wall Panels 
sriefly stated, the interior wall 
panels are about the same in de- 
sign as the exterior wal! panels for 
Lu-Re-Co houses. 

When the space to be partitioned 
inside the house is less than four 
feet long, vertical panels are used. 
When the wall partition is to be 
more than four feet long, then the 
panels are put up in a horizontal 
position. This means that the par- 
tition is carried to the ceiling by 
stacking one horizontal panel on 
top of another. 

The long interior wall panels 
are built exactly as the exterior 
wall panels that are designed to 
accommodate vertical siding 


These panels contain cross mem- 
bers, spaced either 16” or 24” 
o.c. which run horizontally in the 
exterior wall panel but vertically 
in the interior wall panel. 

Drywall materials can be ap- 
plied to the interior wall panels 
while they are still in the jig. Dry- 
wall is applied only on one side so 
wiring and plumbing can be in- 
stalled in the wall after it is 
erected. 

The interior wall panels can be 
made with 2”x2”, 2”x8” or 2”x4” 
framing members, depending on 
the dealer’s preference. Where the 
wall will contain a door or be sub 
ject to heavy use, 2”x4” members 
are recommended, 


Utilizes Full Sheets 


When a door is placed in an in 
terior wall panel, extra 2”x4" mem 
bers are affixed to provide the 
frame. If the door occurs in the 
center of a panel, the drywall is 
installed over the opening while 
the panel is in the jig. This allows 
use of full-size drywall sheets and 
eliminates piecing and cutting 
around the opening. The opening 
is cut and trimmed for the door in 
the drywall after the wail has been 
erected, 

Vertical half panels, two feet 
wide, can be used for small parti 
tions inside the house. Areas 
emaller than two feet, whether 
they occur separately or at the 
end of larger panels, are blocked 
out on the job. 

With finished flooring installed, 
there is at least a one-half inch 
clearance between the ceiling and 
the top of the eight-foot wall par- 
titions. Shimming of the partition 
to snug it to the floor and ceiling 
should be done from the bottom of 
the wall. 


The wall partitions are nailed to 
the floor and ceiling joists. If a 
wall partition must run parallel to 


and away from a ceiling joist, 
extra framing members must be 
provided for nailing the wall at the 
top. This extra work can be avoid 
ed by proper wall placement 

Complete details and specifica- 
tions for the floor and interior wall 
panels will be available from Ray 
mon H. Harrell, research director, 
Lumber Dealers Research Council, 
Dept. AL, Ring Bldg., 18th and M 
Streets, N.W., Washington, D. C. 

In addition to Harrell, here are 
the members of the exposition’s 
Lu-Re-Co committee: Chairman, 
Paul V. DeVille, DeVille Lumber 
Co., Canton, Ohio; Prof. J. T. 
Lendrum, director, SHC, Univer- 
sity of Illinois, Urbana, IIL; 
George Messner, Lu-Re-Co repre- 
sentative, National Plan Service, 
Chicago; and Don O. Carlson, east- 
ern editor, American Lumberman, 
New York 
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YOUR AD OF THE WEEK 


No. 45 of a Series 








ADservice offers you these mat illustrations (and | 
246 others) at a tiny fraction of original cost. Now y 
used by hundreds of dealers coast to coast. Write 
Americun Lumberman today for free 48-page AD- 
service book — contains dozens of helpful ideas, lay- 
out and copy suggestions for year ’round campaign, 
shows complete ADservice plan. 


Use These Mats in Your Project Ads 


Top-quality illustrations, like those shown in the 
suggested layouts below, will help attract more 
readers to your “package” ads. And they “speak 
louder than words”, and more convincingly, in em- 
phasizing that you are selling the installed job 
and that your yard is the logical “first stop” for pros 
pects interested in new construction or moderniza 
tion. 


Ad 3 col. x 12 in., using 


ADservice mats nos, 88, 5, 8, 168 


YOUR NAME OR SIGNATURE CUT HERE 





Ad 4 evil, x 14 in., using 
ADservice mats nos, 112, 3, 79, 15 


YOUR NAME OR SIGNATURE CUT HERE 





Give Your Family Needed Room NOW! 


~¢ 









TAKE YEARS 
TO PAY! | 


ADD A 
ROOM 


COMPLETELY FINISHED 


let our experts help you plan 
Home Improvements | 





FREE PLANS 
AND ESTIMATES 


© JOB COMPLETE | 
or materials only 


ionmiannidl AS LOW AS 


‘00 





* NO MONEY DOWN — 


* SMALL MONTHLY | 
PAYMENTS =| 





NEW MODERN KITCHEN 


coy h 





as cow as *()0) rca montH 





(brand) 






































cot fuel bills with 
oe A CEILING TILE KNOTTY PINE INSULATION 
x ascow as "00 rea mo Ee ETAT LE 
— <= phlbiiasheaabiteaduadiie.° tebtedeleaaeaoe 
: ’ | 00 00 00 
25% YOUR NAME 
BIG 14’ x 22’ GARAGE 
COPY “A” COPY “B" 

———— Home improvement begins in the Here's an ideal way to put an end to 
. Ee Sorat kitchen most used room in the crowded living! Add a room and 
AS LOWAS 500 ree MONTH ————— | house. And a modern, convenient add to your family’s comfort and 
asiow as 00 peamo. | kitchen saves steps and time, makes happiness. We'll help you plan it to 

work easier and more pleasant. Mr. fit your needs and pocketbook . 
fill in name), our kitchen planning and you can pay for it as you en- 
specialist, will custom-design it just joy it! We'll arrange for a contrac- 
YOU bE NAM FE for you —-from floor to ceiling with tor, secure estimates, and handle fi- 
famous (brand) cabinets, (brand) nancing details if you wish. Come in 

counter tops, (brand) floor tile. See today ! 
nines . our model kitchens! 
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Mastic Tile Promotes 
Four Top Executives 


Seymour Milstein has been elec- 
ted president of the Mastic Tile 
Corp. of Amer- 
ica, in a realign- - , 
me nt of the wre 
firm’s four top hake 
executive posi- 
tions. 

H. A. Hach- 
meister, former- 
ly president, is 
now chairman of 
the board; 
Harry C. Hach- 
meister is executive vice-president 
and Morris Milstein moves from 
executive vice-president to vice- 
chairman of the board. 

Mastic Tile, with plants in New- 
burgh, N. Y., Long Beach, Calif., 
Joliet, Ill. and Houston, Tex., ex- 
pects to produce more than 40% of 
the national output of resilient tile 
flooring during the coming year. 

Under its Matico trade name it 
markets asphalt, vinyl-asbestos, 
cork, rubber and pure vinyl] floor 
tile and plastic wall tile. The rub- 
ber and pure vinyl! lines were added 
in May, 1955, with the purchase of 
the Wright Mfg. Co., now operated 
as a division of Mastic Tile. 


Milstein 


COMPANIES ANNOUNCE 


Sargent & Co., has promoted three 
key executives according to Forbes 
Sargent, president. Herman R. Giese 
has been named vice-president and 
general manager; Charles A. Ellis is 
vice-president in charge of product 
engineering and research and Stanley 
R. Cullen has been made works man 
ager. 


The Steel Door Corp., Birmingham, 
Mich. has named Arthur Winfree vice- 
president in charge of sales, according 
to Glenn Berry, president. 


Ware Laboratories, Inc. has pro- 
moted William LeGrand Hunter to the 
position of assistant general sales 
manager, according to an announce- 
ment by Willard Ware, president. 


M & M Woodworking Company’s 
multimillion dollar plywood mill at 
Lyons, Ore., was opened in September 
with an open house. The almost en- 
tirely push-button mill is scheduled 
to produce approximately 75 million 
square feet of plywood annually on a 
three-eights-inch basis. 


Clarke Sanding Machine Co. Ltd. 
(Canada), a newly formed subsidiary 
of Clarke Sanding Machine Co., 
Muskegon, Mich., has leased a plant 
in Toronto for sales office, warehouse 
and service center. 


BUILDING PropucTs MERCHANDISER 


The General Woodcraft Co., Inc., 
North Bergen, N. J., has changed its 
name to Woodco Corp., according to 
Anthony Mainieri, president. 


United States Steel’s Gerrard Steel 
Strapping Div. will move to new and 
larger facilities on Shaw Road, South 
San Francisco, according to W. A. 
Howe, branch manager. 


Abitibi Power & Paper Co., Ltd. is 
negotiating with civic authorities at 
Alpena, Mich. for an industrial site 
on which to build a $10 million hard- 
board mill, D. W. Ambridge, president, 
has announced. Prime reason for the 
new mill is the growing U.S. demand 
for Abitibi hardboard, which has had 
restricted distribution due to produc- 
tion limitations of the firm’s mill at 
Sturgeon Falls, Canada. 


Whitehead Woven Wire Co., Cov- 
ington, Ga., and its subsidiary, Burns 
Mfg. Co., Louisville, Ga., announce 
consolidation with Southern Screen 
Products Co., Ine. of Decatur, Ga. The 
combined companies, known as Con- 
solidated Wire Products Co., will have 
offices, warehouse and screen fabri- 
cating plant in Atlanta. W. B. Thomp 
gon is president of the firm. 


Kaiser Aluminum & Chemical Sales, 
Inc., has named Richard M. Gerber 
manager of the building products 
dept., according to John E. Menz, 
general sales manager. 


LePage’s, Inc. has named Stanley C. 
Jensen national sales promotion man- 
ager, according to an announcement 
by Richard B. Fisher, president. Jen- 
sen has been with the firm for the past 
four years. 


Corrulux Div. L.O.F, Glass Fibers 
Co. has named new sales personnel, 
according to J. S. Finger, vice-presi- 
dent. Appointments include Thomas 
O. McCullough, general sales man- 
ager; Ralph W. Burdeshaw, southeast 
regional manager; Richard 8S, Scho- 
field, assistant to L. V. Warner, mid- 
west and central regional manager; 
Charles A. Freezia, sales promotion 
manager and Barbara Hughes Fritz, 
assistant to Freezia. 


J 


= ie 


INGENIOUS do-it-yourself educators 
borrowed a hayloader when they insu- 
lated the high schoo! attic in Portland, 
Conn, recently. With 500 bags of Ver- 
miculite quickly boosted to the fourth 
floor, they finished the job in short 
order. 


Finest Quality 
SCREEN 


Convex Face 


Primarily used in B pean § ‘“— 
ing into the slot 
supplied with 3/32” ie an 


Concave Face 


For inserting spline into frame after 
screening has peee ore 7, N08, 


125 end .170 width of face 


Standard stock size is 2" and 
1.5/8" diameters by 9% 
of face. 


/16" width 


Special sizes on all above tools can be 
made to order. Send fications. 


speci 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, WEW HAVEN, CONN, U.S. A 














LELAND 


FLUSH DOORS 


3 Beautiful Lines 


ADMIRAL 


Made from A-Select Birch 


Made from A-Birch 


ROTARY LAUAN 


Select 


Superior Quality — beautifully grained, 
smooth textured FLUSH DOORS — All 
Urea Resin Glue—Select kiln dried 
wood frame—Birch Doors—Noted for 
Weathering and Durability. 


Unlimited stocks prompt shipments, 
large or small, Highest Quality doors, 
at lowest prices. 


ORDER NOW! 
IMMEDIATE DELIVERY 
LELAND FLUSHWOOD DOOR CO. 


SUTTONS BAY, MICHIGAN 
Tel. Suttons Bay 1-2453 





(For more data on advertised products {ill in coupon on page 58) 








ESTIMATING CHARTS 
FOR 
FARM BUILDINGS 
By E. A. Malm, Architect 
A NEW, PRACTICAL AND 


SYSTEM FOR FAST, 
LIABLE ESTIMATING 


SIMPLIFIED 
EASY AND RE 


The latest revised edition now contains 
Estimating Charts and late types of con 
Gothic, Gambrel 
Truss and Plain Gable Barn: 
Chart, Misc. Corncrib & 


Granary Hog and Poultry Houses, Ga 


struction details olf 
Plank 
Rafter Barn 
rages, Implement Shed, Misc. Buildings, 
Masonry Windows Paint, 


Laber 


Doors, Nails 


The Charts ar ise like an 
Actuary. Simp elect the column giv 
ing the size desired ombine the 
yuantities in two columns for odd size 
The materia escribed under section 
Walls, Floors 
6,000 possible 


on all the practical sizes 


n each cl ch a 
Rool, Cornice, |! 
estimates given 
The quantities required are given in the 
sual estimating ter: Labor given in 
for 1,000 bd. ft. or 100 sq. ft 


nours wall 


This service consists of 75 pages 8'/2x11 
details and 44 
timating Charts, b« 
flexible leaf ring 
18 celluloid index tabs for quick 


relerence 


18 pages construction 
pages of E und in 
loose 


q high gra le 


binder 


PRICE $15.00 


Order From 
American Lumberman, 
139 N. Clark, Chicago, 2. 
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MANUFACTURERS 


(begins on page 43) 





Steel Strapping 


Speeds 


Lumber Salvage 


When the Housatonic Lumber 
Co. (Derby, Conn.) planned to 
help its president, Robert W. 
Chatfield, celebrate his 80th birth- 
day (see American Lumberman, 
September 19), no one knew it was 
destined to be the most memorable 
day of his 66 years in the lumber 
business. 

That was Friday, August 19. 
The day disaster hit Connecticut 
with gigantic flash floods, death 
and destruction. 

When the Housatonic river 
roared over its banks, hitting 
Derby and the lumber company, it 
took with it 150,000 board feet of 
lumber in the firm’s yard, 50,000 
feet of sheathing and a few hun- 
dred squares of cedar shingles. 
The river destroyed at least $100,- 
000 worth of stock and equipment. 
Another $50,000 will be spent to 
repair buildings, roads and equip- 
ment. 

The swollen river backed up in 
the storage yard. At first the wire 
fence held the lumber, but as the 
water rose to eight feet, the fence 
let go and the lumber went with 
the current. It funneled into a 
ravine under a railroad trestle and 
jammed. 

When the water receded, the 
yard, in a new location, looked like 
a valley of jackstraws. 

Finally a phone call got through 
to the Steel Strapping Div. of The 
Stanley Works. Tools were needed 
to replace those lost or damaged 
by the flood, so that lumber sal- 
vaging could go into high gear. 

Salvage operations began with 
the arrival of the steel strapping 
tools, tightener, sealer and cutter. 
Partial bundles that had floated as 
units were strapped and hauled 
out. Loose pieces had to be sorted 
by hand, bundled and strapped. 

Commenting on the value of 
stee! strapping, Kenyon E. Case, 
Housatonic vice-president, said: 

“We use steel strapping in many 
of our operations. Prior to the 
flood we put steel strapping on 
our storage bundles, but in recent 
months we had discontinued this 
practice. Had we continued strap- 
ping our storage lumber, our com- 
pany would have saved hundreds 
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AFTER THE FLOOD. Scattered lum- 
ber had to be piled, strapped and 
hauled back to the yard. 


of dollars. The piles would have 
floated as units and our salvage 
problems and cost would have 
been cut to a minimum.” 





Promotion Kits Back Up 
National Ad Campaign 

A “Go-Getter” advertising kit 
containing more than 11 different 
types of merchandising materials 
for dealer promotion has been de- 
veloped by the Laminated & In- 
sulating Products Dept. of Gen- 
eral Electric Co. 

Planned to educate and stimu- 
late dealers, the book-sized kits 
are provided to back up G-E Tex- 
tolite wall and counter surfacing 
national ads with intensive local 
promotion. 


Name Winning Dealers 


Winners have been announced 
in the Fynal-Kote dealer window 
display contest recently held by 
Creo-Dipt Co. 

J. Israel and Co., Guttenberg, 
N. J. won first prize; H. C. Collier 
& Sons, Binghamton, N. Y. took 
second prize. Third prize was 
awarded to Rob-Lun Lumber and 
Builders Supply, Niagara Falls, 
N. Y. and fourth was won by Curtis 
L. Hicks and Sons, Corning, N. Y. 


Walter Mulford Dies at 78 


Walter Mulford, 78, first dean 
of the University of California 
school of forestry, died Septem- 
ber 7 at St. Helena, Calif. 

A world authority on lumber 
conservation, he had served on the 
faculty of the University from 
1914 to 1947. 

Mulford was a graduate of the 
first forestry course ever given in 
the United States, at Cornell; the 
first man in the nation to hold the 
title of State Forester. He built 
Connecticut’s first forestry organ- 
ization and was the first profes- 
sor of forestry at the University 
of California. 

(continued on page 60) 
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THE LUMBER MARKET 


Green Fir Dimension 
Off $5 on West Coast 


Fir lumber prices, often a ba- 
rometer of the nation’s home- 
building plans, are sagging in the 
Pacific Northwest. 

In the October 3 issue of Ameri- 
can Lumberman it was reported 
that there were definite signs that 
retailers were losing interest in 
forward buying following recent 
price boosts and some yards were 
holding back in hopes of price 
reductions. 

At press time, green fir is off 
about $5 a thousand. Good grade 
green 2x4s are selling at $73 a 
thousand as compared with $78 in 
late August. Fir studs are espe- 
cially soft pricewise. 

To lumbermen, the. price drop 
means fewer houses will be built 
during the next few months and 
possibly next year, and the roaring 
home building volume that shoved 
prices upward is tapering off. 

Fir lumber prices are above 
levels of past seasons. The $73 a 
thousand figure for 2x4s compares 
favorably with $68 a year ago and 
$55 in 1953. 

Other homebuilding lumber is 
also falling pricewise in the Pa- 





cific Northwest. Green hemlock 
dimension is close to $4 a thou- 
hand—down from its $70 peak. 

Another indication of a building 
slowup is the slackening demand 
for transit cars. 

One Portland wholesaler de- 
clares that transit cars are hard 
to get rid of, and until they are 
cleared from the tracks dealers 
will continue to hold out in hopes 
of a continued falling market . 

The current boxcar shortage— 
almost 50% of normal needs—has 
strengthened the market. 

In the face of a tightened mort- 
gage market, some large contrac- 
tors have postponed housing starts 
for the Fall. This has produced 
an immediate effect on purchases 
by retail yards. 


Optimistically, several manufac- 
turers and wholesalers maintain 
that the current market break may 
not signal a cutback in housing 
starts. One mill manager contends 
that the price drop is not moti- 
vated by a slowdown in home- 
building, but the fact that too 
much lumber is available. 

Meanwhile retailers are eyeing 
the market for signs of its firming 
before making any large pur- 
chases. 


Seattle Optimistic 
Despite Price Drops 


SEATTLE—The market is weak 
with prices dropping, particularly 
dimension. On the other hand, 
there are business factors which 
may reverse the trend suddenly. 
There is considerable belief that 
the present period is one of adjust- 
ment of prices but that 1955 will 
yet make a grandstand finish with 
good order files during the winter 
months. Meantime there is much 
speculation whether prices have 
hit bottom or will settle near pres- 
ent figures. 

Green fir boards and dimension 
have dropped $1 to $4 with No. 1 
dimension reaching the higher 
figure. But No. 3 holds to figures 
of a fortnight ago. The spread 
between green and dry lumber is 
$16.00. Uppers are unchanged. Dry 
hemlock dimension has followed 
fir downward to the extent of $2 
with No. 8 probably off $1. 

Shingles reflect weakness for 
the first time in many weeks. No. 
1 perfections have dropped to 
$12.50-$12.75, No. 2’s to $6.50 and 
No. 3’s to $4,.25-4.50. 5X remains 
strong except for No. 2’s which are 
50¢ lower. No. 1 and 8 are a little 
stronger in price at $10.75 to $11 
and $4.75-$5. Cedar siding mills 


MORE CUSTOMERS! 


MORE PROFIT! 


MORE REPEAT BUSINESS! 


: \= FLOORING 


all this when you stock 


Yes, Padgett-Smith Oak Flooring is easy to sell, easy to lay and 
assures a good profit for you. Our sales have grown considerably 
year-after-year because of the high quality, excellent millwork, 
color and grain uniformity and fast delivery of our orders to new 
accounts and steady repeat orders from customers of many years. 


Investigate our price and delivery service. Representatives in 


most states. Your first order will convince you. 


MITH FLOORING COMPANY "82"2" vy... uw. 


ADGETT- 


SUILDING PropucTs MERCHANDISER (For more data on advertised products fill in coupon on page 58) 











BUILD YOUR OWN 
FIXTURES 
AT LOW COST! 


for the first time lumber dealers 
are offered co me working blue- 
prints on an island display fixture 
designed just for this industry. In- 
structions are easy, complete, and 
the materials for the fixture cut out 
economically. You get everything 
you need . . . drawings, information 
on glass binning, department signs, 
suggested uses for the fixture. Here 
are just a few features of this fixture 
you can make yourself: 


® unlimited flexibility. It is a 
fixture that can be quickly 
—— to accommodate 

any line of products. 


hasic unit is a half-island, 
Units can be combined to- 
gether or used separately to 
take full advantage of all 
available floor space. 


It has a unique adjustable 
center panel that can B, 
raised for display of 

ucts on perforated ~ 
board 


© the size is right for the small 
or medium-sized yard. The 
half-island is 24%" wide; 
48” high and 60” long. 


@ it has been tested and has 
proved successful in dealer 
showrooms. 


OTHER DESIGNS AVAILABLE: 
This is just one of the fixtures de- 
signed expressly for the retail lum- 
ber dealer. Additional designs are 
available for sidewall fixtures, roof- 
ing and siding, board products, and 
for a checkout and service counter. 


Send in Your Order Today! 











American Lumberman, 
Dealer Service Dept., 
139 N. Clark Street, 
Chicago 2, Ill. 


Please send me postpaid the 
four blueprints that cover the 
island eonne’. fixture. | am 
enclosing $8.75. 


Name 

Company 

Street ; 
City___ _State 











(For more data on advertised products {ill in coupon on page 58) 


are still heavily loaded and prices 
are steady. 

Pines and Engelmann spruce are 
more steady than first prices sim- 
ilar to two weeks ago. Log inven- 
tory as of Oct. lst shows a satis- 
factory build up. Puget Sound 
reported 511 million feet or an in- 
crease for the month of 80 million. 
Grays Harbor went down 10 mil- 
lion. 


Tight Supply Strengthens 
S. W. Hardwood Prices 


DALLAS—Hardwood prices are 
rising in the Southwest in the face 
of strong demand and tightening 
supply. 

Red and white oak prices are 
about $10 to $15 higher than dur- 
ing early summer. Flooring oak 
has gained as well as southern ash 
and sap gum. 

One producer says we are sell- 
ing more than we are producing 
and this condition has existed 
since the first of the year. 


The strong demand for oak 
flooring has depleted the market 
but prices are expected to be fairly 
stable, with no decrease in sight. 

Red and white oak is selling at 
between $200 and $210 a thousand 
for top grades compared with $185 
last August. Flooring oak is bring- 
ing $78 to $80 compared with about 
$70 three weeks ago. 


Transit Cars Hold Key 
To Baltimore Fire Prices 


BALTIMORE — Southern pine 
continues very strong here, with 
noticable advances in both price 
and demand. Some dealers still 
feel that this is due only to incle- 
ment weather at mill locations, 
while others maintain that it re- 
flects an overall strengthening of 
the market. Pricewise, popular 
items of southern pine have ad- 
vanced from $6 to $8 per M in the 
last two weeks. The price of 2x10s, 
which was around $75 to $80 per 
M, currently is pushing $90 and 
more. 

Fir still is slipping slightly, and 
prices have dropped as much as 
$5 per M in some grades. Studding 
reportedly is the weakest item in 
this field. A number of whole- 
salers reported that they have 
never seen so many transit car- 
loads of fir as are presently evi- 
dent. It was further stated that 
producers are cutting prices dras- 
tically on these shipments in an 
effort to move them. Prices on 
2x4s have dropped from $78 to 
around $73 per M, and local yard 
owners expect prices to drop even 
further before firming. 

Hardwoods in this area are very 
active with birch and oak pres- 
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ently leading the field. Walnut is 
also extremely hard to procure 
here, and prices on the better 
grades have advanced as much as 
$25 per M over the past 15 days. 
Oak is equally hard to get, due 
mainly to oak exports to England. 
Pricewise, better grades of red oak 
are being bought for around $185 
to $195 per M, while corresponding 
grades of the white bring from 
$195 to $210 per M. 


Building permits for the Balti- 
more metropolitan area, the first 
nine months of 1955 totaled $205,- 
321,886, thus making a new build- 
ing record here almost a certainty. 
This is despite the tighter housing 
credit. 


Weyerhaeuser Buys Large 
State-Owned Timber Tract 


TACOMA—The lumber business 
is up and coming throughout this 
area and all indications point to 
one of the best Fall seasons in 
many years. Demand is good, 
prices are fairly steady, supplies 
are adequate and production at a 
good volume. 


The Weyerhaeuser Timber Co. 
bid $1,998,378 for 32.5 million 
board feet of state-owned timber 
in a spirited public sale held at 
the courthouse here Oct. 4. The 
timber is located eight miles north- 
east of Eatonville. Douglas fir, 
containing a high percentage of 
peelable on which a minimum ac- 
ceptable bid was $43 per thousand, 
sold for $88; cedar, for which the 
minimum acceptable bid was 
$19.50, went for $37 and hemlock, 
appraised at $13.90 brought $37, 
and, like the Douglas fir, contained 
a large volume of old growth tim- 
ber. 

The timber, which must be re- 
moved in five years, includes 15,- 
567,000 feet of Douglas fir; 1,024,- 
000 feet of cedar and 15,962 feet 
of hemlock. The Davidson Log- 
ging Co. was successful bidder for 
another parcel of timber sold at 
the same time with a tender of 
$7,963.20 for 316,000 board feet 
of timber located near Vaughn. 

Negotiations completed here this 
week assure that the Buffelen 
Woodworking Co., which closed its 
doors here on August 15, will re- 
open later this month as a workers 
co-operative. Preparation for re- 
opening the plant is now under 
way. 

Fred Hulbert of Aberdeen has 
announced sale of assets of the 
American Mill Co. to the West 
Tacoma Newsprint Co. of Steila- 
coom. Included in the sale were 
some 40 million board feet of tim- 
ber in the Willapa-Grays Harbor 
area. The consideration was said 
to be in excess of $1 million. 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as a 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 
B&Btr. 
ue cance 170.00 


Flat Grain Flooring 


—, ..» 145.00 
1x6 . 165,00 


Drop Siding 


1x6 (Pat. 3£106).. +» 160.00 
1x6 (Pat. #116) 160.00 


Ceiling 


Yax4 
Boards and shiplap and 2" (Green) 
1x6 
No. | 00 
No. 2 
No. 3 


No. | Dimension 


2x 4 


2x12 75.00 


No. 2 Dimension 


(Add $10 for dry lumber) 





RED CEDAR SHINGLES 


24" 473 
24" 4/2 
No. 3 24" 4/2 
Perfections 
No. |! 18” 5/2, 
No. 2 18" 5/ is 
No. 3 18" 5/24 
xxxNxXX 


No. | 16" 5/2 
No.2 16" §/2 
No. 3 16" 5/2 





WESTERN RED CEDAR 


Prices for Western Red cedar siding in 
cars, new bundling, 5S’ to 16" are: 
Beveled Siding, '/) inch 

Clear ——- 

Yy by 4 inch.............. 100.00 

“> by § inch.............. 80.00 

> by 6 inch ; 115.00 

Uh by 8 inch... 150.00 
Clear Bungalow Siding, % inch 

8 inch 

10 inch 

12 inch 


Finish, B and Btr, $2 or 45, 
6' to 16’ or Roug 
Ix 8 
1xt0 
Ix!2 
Ceiling or Flooring, B and Btr. 
3 to 16’ or Longer 
, Cc 0 
- : 125.00 100.00 
ON Sskee es eeasbsondseeee 125.00 100.00 
Discount on moldings, 6’ * odd lengths. 
Series 8,000 
Listing under 4.00—list plus ~™ 
Listing 4.00 and over—list plus 35% 
Clear Lattice, 5/16" x 1%"—3" to is 
100 lin, ft. ; 1.50 


BUILDING PropucTs MERCHANDISER 


WESTERN PINES 
Ponderosa Pine 
5/4 RW 


C&Btr. RL 
Shop, $25 


and 
4/4 RW 6/4 RW 8/4 RW 
275.00 290.00 290.00 


No.! 
OOO. aneeniennts ; .. +» 142,00 
eave 144.00 


Commons, $2 or 4S 


re GE ucheotapicaarmepnts ity. 


Idaho White Pine 
Selects $2 or 4S i 
¥ 


C&Btr, RL .......270.00 
i wcvanes . 210.00 
Commons, $2 or 4S 


Ix 6 
Ix!2 


Sugar Pine Selects $2 or 4S 
ae 
CSUs “peceten 


Shop, $2S 





OAK FLOORING 
Clear Plain 


x2V/, xf; 
White sent Hi 4 
Red 218.00 185.00 


Sel Plain 
White ... 205.00 
Red yeh tue 00 ON 
#1 Com. 
White ... ... 185.00 
BOD cvsscccsvcrcstee 
#2 Com. 
Pin. White & Red.110.00 
#1 Com. & Bir. 
Shorts 
ae re, 





SOUTHERN PINE 
Vertical Grain Flooring e 
Ix4 Heart .. 250.00 235.00 


Fiat Grain Flooring 


1x4 160.00 
TE nas see ca 165.00 


Drop Siding 


RE ioc cence 170.00 
ine B16 ‘ 


Boards & Shiplap 


2s 


1x6 


RSBz 
883s~ 


SS283,, 
88sss~ 


2x12 


No. 2 Dimension (Dense) 
2x 4 94.00 94.00 
2x 6 91.00 
2x 8 
2x10 
2x12 


No. 3 R/L Only 


Bates 
88888 


cRESH 
883838 


kiln dried stock. 


REDWOOD 
Bevel Siding 


a 
< 
c) 


DOODOOOOO’ 


Clear All Heart ‘ 

Clear All Heart........... 

Clear All Heart 

Clear All Heart..... 

Clear All Heart.. 

Clear All Heart 

Clear All Heart... 

Clear All Heart.. 

Clear All Heart.. dine 6 chs 

Clear All Heart................236,00 
Note: A grade V.G, Redwood Siding $5.00 less 

for '/, % and % in above sizes. 


@ecoecaor 
<<<<<<<< 


Anzac Siding 


Ix!0 V.G, Clear All Heart 
Ixt2 V.G. Clear All Heart......... 
Note: Deduct $15.00 for A Grade. 


Finish 


Ix 4 Clear Heart S$4S...... 

Ix 6 Clear Heart S4S 

Ix 8 Clear Heart S45 is ane 
ae a eee 
Ix!2 Clear Heart S4S 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. Cc 
Ix4 igebete 150.00 145.00 


Flat Grain Flooring 


Drop Siding 


1x6 (Pat, 3106) 
ixe (Pat. #116) 


Ceiling 
qux4 : 110,00 
Tae vesces as 115.00 
Boards and Shiplap and 2" (Dry) 


x6 1x8 
No, |! ae 74.00 76.00 
No, 2 . one 67.00 69.00 
No, 3 a 60.00 52.00 


No. | Dimension 


2x 4 
2x 6 
2x 8 
2x10 
2x12 


No. 2 Dimension 


2x12 


No. 3 Dimension r/I only 
i ae 
2x 6 
2x 8 
2x10 
2x12 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 1x8 1x10 


.. 100,00 1056.00 103.00 
-» 79.00 82.00 


No, 2&Btr. .. 
No, 38Btr. . 


No. | Dimension 


2x 4 
2x 6 
2x 8 
2x10 
2x12 


Mills are now grading boards No, 2 and 3 
mon, Mills do not grade out No, 3 dimensi 
as in fir, 
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ENEW4 PRODUCT 





Anchor Nail Kit 


A new anchor nail kit is available 
for easy do-it-yourself or professional 
—, of knotty pine planking, 
plywood, or other wallboards to ma- 
sonry or concrete walls. The kit con- 
tains 25 anchor nails and a can of 
waterproof adhesive used to attach the 
nails (16” apart) to the wall. Nails 
hold furring strips in place and the 
wallboard panels are then nailed to 
these strips. Goodloe E. Moore, Inc., 
Dept. AL, 2809 N. Vermilion, Danville, 
Il. 


For more data circle No. 1 on coupon, p. 58 





Kreolite Flooring 


The 
offering a wood block flooring material 
designed specifically for school gym- 
nasiums, vocational shops and labora- 


manufacturer of Kreolite is 


tories. Called Flexible Strip End 
Grain, wood block flooring, this prod- 
uct is made from 1%” or 2” thick 
kiln-dried pine blocks, wire-trussed 
together to form compact monolithic- 
like end grain planks or strips. When 
the flooring is laid, each Kreolite 
strip is interlocked to adjoining strips 
by a patented steel wire spline. Spe- 
cial Kreolite finishing compounds are 
then applied to bring out the mosaic- 
like end grain pattern. Jennison- 
Wright Corp., Dept. AL, 2460-66 
Broadway, Toledo 1, Ohio. 


For more data circle No. 2 on coupon, p. 58 


Hako-Sert Tiles 


Hachmeister announces a complete 
new line of Hako-Sert design tiles for 
asphalt tile and vinylflex plastic floor 
tile. Twenty attractive multi-color 
designs in 9” x 9” have been designed 
for Hako asphalt tile and six for vinyl- 
flex owe floor tile. Included in the 
line for asphalt and vinylflex are com- 
plete alphabet and numeral sets with 
punctuation for identification designs. 
Shuffleboards are available in both 
type tile. Hachmeister, Inc., Dept. AL, 
P.O. Box 357, Pittsburgh 30, Penna. 


For more data circle Ne. 3 on coupon, p. 54 
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Weather-Tite Door Strip 


Weather-Tite door strip, made from 
vinyl plastic, comes on a convenient 
spool together with a tube of new 
cement that has remarkable holding 
power. The vinyl! plastic material may 
be installed in minutes with no tack- 
ing or tools of any kind. Triple seal 
construction of the material is de- 
signed to weatherproof, soundproof 
and increase air conditioning and heat- 
ing efficiency. The company also 
claims it will eliminate door rattles 
and window sill drafts. Lifetime Fiber- 
glas Screening Co., Dept. AL, Canton, 
Mass. 


For more data circle No. 4 on coupon, p. 58 





‘ ‘ ; ' 4 
ae, _ = ws 
. i 

Rich-Wil 98 Operator 


The new Rich-Wil 98 electric oper- 
ator for residential garage doors plugs 
into 110 (household) volt current. 
Unit is guaranteed by the manufac- 
turer against defects in materials 
and/or craftsmanship. The Rich-Wil 
98 operator comes complete with 
track, two push-button controls and 
necessary wire for normal installation. 
Optional key switch and radio controls 
are available at extra charge. Rich- 
Wil Div., Richards-Wilcox Mfg. Co., 
Dept. AL, 400 Third St., Aurora, III. 


For more data circle No. 5 on coupen, p. 58 


Carbide Tipped Blade 


A new carbide tipped blade is said to 
assure finer, cleaner cuts than any or- 
dinary blade if properly used. Dia- 
mond hard, it will outlast blades of 
other material and according to the 
manufacturer, unless it accidentally 
strikes a nail, will outwear up to six 
ordinary blades before needing re- 
sharpening. Mall Tool Co., Dept. AL, 
7734 S. Chicago Ave., Chicago 19, Tl. 


Fer more data cirele Ne. 6 on coupon, p. 58 


October 31, 








Lamicor in New Lengths 


Lamicor, the heavy-duty grade of 
fiberglass for walls and partitions, 
now comes in sizes up to nine feet 
long. Taking rough treatment without 
chipping, cracking or peeling, Lamicor 
is difficult to mar or damage and can 
be easily cleaned with soap and water. 
Available in a wide range of colors, 
including white. Lamicor can be sawed 
or drilled with standard woodworking 
tools. Strick Plastics Corp., Dept. AL, 
es 38th Ave., Long Island City, 
N. Y. 


For more data cirele No. 7 


7 on coupon, p. 58 





Improved Lockset 


Simplification of its various lines of 
National Lockset and a broadening of 
the selection of knobs, escutcheons 
and other decorative accessories is an- 
nounced by the manufacturer. One of 
the new supplementary items is the 
handsome Dorie knob and escutcheon 
illustrated above. National Lock Co., 
Dept. AL, Rockford, Ill. 


For more data circle No. 8 on coupon, p. 58 


Portable Radial Saw 

A new portable electric radial saw, 
Model 649, weighs only 169 pounds. It 
is reported to be a powerful, heavy- 
duty contractor’s tool designed to 
make every type of cut through all 
sizes of lumber used in home build- 
ing, in other light construction work 
and in general woodworking. With 
proper blades, the saw also will cut 
stone, tile, other masonry, metals, as- 
bestos and composition materials. It 
will operate on direct as well as alter- 
nating current. The saw is conserva- 
tively rated at 1% hp. Skil Corp., 
Dept. AL, 5033 North Elston Ave., 
Chicago 30, Il. 


For more data circle No. 9 on coupon, p. 58 


|.UMBERMAN 


1955, AMERICAN 


AND 





leakage from driving rain and blow- 
ing snow. An eight-inch mesh screen 
keeps birds and insects out. Leigh 
Building Products Div., Air Control 
Products, Inc., Dept. AL, Coopersville, 
Mich 


For more data cirele No. 12 on coupen, p. 58 


easy-loading magazine has a capacity 
of 75 seals. Signode Steel Strapping 
Co., Dept. 9P-AL, 2600 N. Western 
Ave., Chicago 47, Ill. 


For more data cirele No. 11 on coupon, p. 58 


Paint Brush Conditioner 


Protexem, a vapor action paint 
brush conditioner, is said to keep 
brushes soft and always ready to use. 
A vaporizing solvent evaporates from 
a wick or liner inside an airtight con- alates 
tainer. The Protexem shop type brush ; Adjustable Loading Ramp 
‘onditioner is 15” high, holds eight ‘ 
sin eae we aa iD to i4 pls ‘ An hydraulically operated 20 ys 4 
brushes. Wisconsin Laboratories, Inc., capacity, anjyenees ter ar 
Deut. AL: Gibemen Wis designated as Model No, _is 
= AL, oad i : available. The unit is available with 
or more data circle No. 10 on coupon, p, 58 stationary arms (No. 4 AF) or with 
P : A 
Double Roof Ventilator retractable arms (No. 4 AFR). The 
H ; : deck is constructed of %” non-skid 
Strapping Machine _A double roof ventilator, designated floor plate carried on a framework 
the No, 410, features a free area of of rigidly welded structural forms 
75 square inches, Designed for jobs and shapes with a heavy cross bracing 
strapping and then seals and cuts it that require extra large ventilating welded to the underside of the frame- 
ay . + Seeseaeng . areas, this new ventilator has two ork. Standard width is ols feet with 
off in two easy motions, is reported , : : : : work, Standard wit . ry 
— ey I venturi openings, side by side in the a choice of lengths of 5’ 7'6”" and 
by the manufacturer. This semi-auto- i gen : & cnoice OF iengias wh 
matic Model AP tool provides fast base of the unit. The new roof venti- 10’. Rowe Methods, es ‘Dept. AL, 
efficient strapping of skid and pallet lator claims all aluminum construc- 2534 Detroit Ave., Cleveland 13, Ohio. 
loads. It is designed for use with %” tion. Its one piece base prevents leaks For more data circle No. 13 on coupon, p. 58 
or %” Signode Steel Strapping. The and a special weather baffle eliminates (continued on next page) 


The first air-powered strapping ma- 
chine that automatically tensions 








COLORS 
USE eee GILLIES BROS. & CO. Ltd. 


OKOMO | WEY Manu: BRAESIDE, ONTARIO, CANADA 
FACTURER’S Mfrs. of (PINUS 


ASBESTOS SIDING Cousins WH ITE PI N E sTROBUS! 
O R N E RS MADE OF Also some Norway and Spruce 


ALUMINUM 
for ASBESTOS SIDING AIR-SEASONED — WATER-CURED 
LAP OR BEVEL SIDING ousted 


WOOD SHINGLE SHAKES ‘alte, Seuigien ond Rough or Sresese 
PLYWOOD OR HARDBOARD — Capacity 28 million feet annually 


R U G Hf E R M b G ¥ C Oo 8 Sawmills — Braeside and Temagami, Ontario 


211 S. Main Street, Kokomo, Ind. Established 1842 a Member WN.A.W.L. 























Pe = ie ANCO Pallet Truck 


FOR BAGGED GOODS. SHINGLES 
LATH, CASE GOODS 


TILT TRUCK up onto nose plate wheels for 
running under or out beneath the pallets. 
A light pull will tilt “p to 1000 Ibs., loads 
into perfect-balance rolling position. 


SATISFACTION GUARANTEED! If not sot 


isfled ofter 10 doy trial, return truck(s) 
for your money bock 


Distributors of West Coast | mdhaniengrevereshiisieialbdieiiiaiiiad 
Coniferous Tree Products unde MAS ee as 

P.0.BOX 385, TOWN & COUNTRY STATION |, 

” _ SACRAMENTO, CALIFORNIA | eens et | Ba. 





City 








7 twx $C270 PHONE IVanhoe 9- 3651 By 








BurmpING Propucts MERCHANDISER (For more data on advertised products fill in coupon on page 58) 








SADLIN 





Spin-A-Brush 


Sapolin Glass Frosting 


Sapolin U-Spray-It glass frosting is 
packed in a convenient aerosol spray 
container. The new coating allows 
light to enter, yet keeps direct vision 
out. The easy-on-the-eye opaque finish 
blots dut unsightly views, reduces 
glare and insures privacy on all clear 
pane windows and partitions. Sapolin 
glass frosting dries quickly without 
smearing and produces a washable fin- 
ish, It can also be applied to any high- 
ly reflective surface to dull its finish, 
such as metals, artwork, ete. Sapolin 
Paints, Inc., Dept. AL, 229 East 42nd 
St., New York 17, N. Y. 


Vor more data circle No. 14 on coupon, p. 58 





Lawn Marksman 


All you_have to do to operate the 
reel-type Homko Lawn Marksman is 
start the engine and raise the handle, 
then the mower moves by itself. To 
stop the mower, lower the handle. Or 
the clutch can be manually engaged 
for continuous operation by means of 
a convenient lever on the handle. The 
Lawn Marksman comes in two cutting 
widths—a 20” (LP-230) and a 24” 
(LP-430). This model is powered by 
a 4-cycle Briggs & Stratton engine 
with a recoil starter. Western Tool & 
Stamping Co., Dept. AL, 2725 Second 
Ave., Des Moines 13, Iowa. 


For more data circle No. 19 on coupon, p. 58 


The hand-operated Spin-A-Brush is 
made with a Nylon palm grip handle 
with Nylon gears, pinion and spindle. 
The brush spins by means of a hand 
crank through a molded Nylon gear 
set at an 8 to 1 ratio which gives suffi- 
cient centrifugal force to really clean 
the bristles of any brush up to five 
inches. With a roller cleaner attach- 
ment, the Spin-A-Brush will clean 
rollers up to nine inches. There are 
two models of the Spin-A-Brush, model 
110, no electrical outlets required and 
electric operated model EO. Portable 
Electric Tools, Inc., Dept. AL, 320 W. 
83rd St., Chicago 20, iit 


For more data circle No. 15 on coupon, p. 58 


Portable Aluma Shed 





Customized Design Package 


Builders can provide individualized 
design to garage doors with a new 
customized design package announced 
by the manufacturer. Package No. 1 
has eight round rosettes and patented 
studs for quick attachment to door 
panels. Package No. 2 has larger 
round rosettes. Package No. 3 contains 
square rosettes. The other three pack- 
ages have sufficient footage of various 
moldings. Brads and special glue are 
included. One package of rosettes or 
moldings is included, at no extra cost, 
with each single-width Crawford door 
and two packages with each double- 
width Crawford door. Crawford Door 
Co., Dept. AL, 52-20263 Hoover Road, 
Detroit 5, Mich. 


For more data circle No. 20 on coupon, p. 58 








The Aluma Shed is a safe, weather- 
proof construction hut that can be 
erected in less than an hour. It can be 
taken down when a job is finished and 
moved to the next location. Built of a 
new corrugated sheet aluminum, alu- 
minized angle iron and zine dipped 
bolts and nuts. Assures a sound, rust- 
proof, weatherproof, fireproof, ver- 
minproof structure. The Aluma Shed 
ean be spiked or bolted to earth, con- 
crete or other solid base and provision 
is made for locking, drop-in floor- 
boards. Leighton Products, Dept. AL, 
104 Greenleaf St., Rochester 9, N. Y. 


For more data circle No. 16 on coupen, p. 58 


ShowerGlass Enclosures 


A new moderately priced line of en- 
closures, named ShowerGlass, is being 
manufactured under the Permalume 
label. The ShowerGlass line offers 
three shower doors for shower stall 
enclosures, a rollaway (two door) en- 
closure for large shower stalls and 
daylight bathrooms and the popular 
rollaway model for recessed tubs. The 
enclosures boast four carefully de- 
signed tag lines—economy, comfort, 
beauty and practicality. Shower 
Door Co. of America, Dept. AL, 1301 
Chattahoochee Ave., N.W., Atlanta 13, 
Ga. 

For more data circle No. 17 on coupon, p. 58 
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Sisal Rope Display 


A new merchandiser display stand 
gives dealers a complete sisal rope 
department in less than four square 
feet of floor space. Patented Sisal- 
seller reel arrangement makes it pos- 
sible to sell full lengths of 50’, 100’ 
150’, 200’ or cut pieces of an length 
from the same stand. Contains most 
popular sizes for home and farm use, 
4”, 5/16”, %” and %” diameter. 
Waterbury Co., Inc., Dept. AL, 88 
Wallabout St., Brooklyn 11, N. Y. 


For more data cirele No, 18 on coupen, p. 58 


What's Your Answer? 


Here’s an easy way to check your reading re- 
tention. Use the questions below, too, as a ten- 
minute quiz in your next sales meeting. Both 
editorial features and manufacturers’ advertis- 
ing are represented in the questions below. For 
answers, see page 55. 


What’s Your Score? 9 or 10 Correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 


1. When, and where, will the third annual 
meeting of the NRLDA be held? 


2. What company uses the advertising slo- 
gan “Try the ‘Blindfold Test’ Yourself!”? 


3. Who is the new president of the National 
Retail Lumber Dealers Association? 


4. What company manufactures the Crest- 
line millwork? 


5. How did the G. J. Aspel Lumber Co., San- 
dusky, build up needed walk-in trade? 


6. Who offers you free literature on Glide- 
Master Sliding Door and Wardrobe Hardware? 


7. What was referred to as the “hit of the 
exposition” at the Cleveland show? 


8. How can you keep up with the new prod- 
ucts, literature, sales aids and services offered 
you by manufacturers? 


9. What two new Lu-Re-Co structural com- 
ponents were revealed at the Cleveland NRLDA 
exposition? 


10. Who advertises the “hanger with ‘built- 
in’ muscle”? 





October 31, 1955, AmeRICAN LUMBERMAN AND 





Howkeye Hoist 


Two men can assembie the Hawkeye DEALER POl NTERS 
Hoist ready for use in only three 
hours, it is reported. The platform 
rides on a rigid vertical monorail. The 
column builds upon itself to any de- 
sired height. It is simple to set up and 
operate and can be disassembled 
quickly into units of six feet or less, 
making it easy to move from one loca- 
tion to another on a project, or to 
transport in a light pickup truck. A 
steel cable passes over a pulley on 
top of column to raise and lower plat- 
form, and is operated by a five hp 
electric motor or gasoline engine. 
Hawkeye Engineering Co., Inc., Dept. 
AL, 248 Lincoln Ave., Syracuse 4, 
N. ¥. 


For more data circle Neo. 21 on coupen, p. 58 


Lightweight Roto-Trowel 


A new lightweight 24” rotary trow- 
el, Model G 24, is said to weigh only 
69 pounds and can be moved around 
the job by only one man. A unique 
control stops the machine from rotat- 
ing the instant the operator lets go 
of the handle, but without stopping 
the engine. The G 24 has a Briggs and 
Stratton engine rated at 2.2 hp, mak- 
ing it the most powerful trowel in the 
low-priced field, it is claimed. Combi- 
nation trowel blades can be used for 
both floating and finishing by simply 
adjusting the pitch control knob. The 
blades are made of a special high 
grade wear-resistant steel. Stow Man- 
ufacturing Co., Dept: AL, 14 Shear 
St., Binghamton, N. Y. 


For more data circle No. 22 on coupon, p. 58 


stabetsletebetebetsletebet 


Alumiladders 


The new 900 series of industrial 
Alumiladders features many improve- : 
ments. Newest is the I-beam channel Dealer's Clock is Eye-Catcher 
construction, which gives maximum i 
strength and rigidity at all working Folk in Hopkins, Minn., look to the Justus Lumber 
lengths. The 900 also has Werner’s Co. for the correct time ever since the city hall clock 
new patented Alflo rung joints which 4} was removed last summer. Located on Excelsior 
are hydraulically locked to the side Avenue, a main route to and from Minneapolis, the 
rail. The Werner 900 is available in y store and the clock are seen by approximately 10,000 
single ladders from 8’ to 20’, two- ' - aw a The rotati loath { ming} 
section extension ladders from 20’ to motorists every Gay. 1HC FOLALINE Ci0CK Is SeeMINg ty 
40’, and three-section extensions from supported by the “J” in the Justus sign. The T-square 
40’ to 60’. R. D. Werner Co., Inc., Dept. o, replica and the elongated “J” are identifying symbols 
AL, 295 Fifth Ave., New York, N. Y. 4} in all the Justus outdoor advertising in Hennepin 


For more data circle No. 23 on coupon, p. 58 county. 

















classified 
advertising ... 








is the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every issue—you'll find column after column 
offering real business opportunities 


. and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! Every other ' 
Monday copies reach some 30,000 interested per- f rr 
sons in American Lumberman's nationwide distri- H. & WEBSTER LUMBER 0., nh * 
bution. Check the classified pages for rates in this ; os 
issue. 
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Pink and Copper Hardware 


Town and Country is the name for 
a new line of pink and copper cabinet 
hardware. Drawer knobs and pulls in 
pink or copper can be obtained with 
companion solid copper back plates. 
The manufacturer is also supplying 
semi-concealed cabinet hinges in cop- 
per finish. A sky-blue peg board dis- 
play, approximately 17” x 22”, is 
available for counter use. It is free 
and dealers pay only net cost of Town 
and Country hardware mounted on it. 
Ajax Hardware Manufacturing Corp., 
Dept. AL, 4851 Valley Blvd., les An- 
geles 32, Calif. 


Vor more data circle No. 24 on coupon, p. 58 


Up-Front Salesmaker 

All one-gallons of ready-to-use pre- 
servatives manufactured by King are 
now supplied in the Up-Front Sales- 


maker Display self - merchandiser, 
which has been called a product of 
“original thinking.” Formerly only 
Coppo and Coppo-Clear were packed 
in the sales aid. But dealers now can 
get Seal-Treat and Deep-Treat in one- 
gallons in the salesmaker. The color- 
ful, attention-getting display can be 
used singly as counter y toe or in 
groups of three as an island. King 
Chemical Co., Dept. AL, 2342 S. Lau- 
derdale, Memphis 6, Tenn. 


Por more data circle No. 25 on coupen, p. 58 


afte ’ 


sunder poligher 


Sander Display 


Self-display for Syncro Sander No. 
900 reflects national ad theme and slo- 
gan Multi-Motion. Simulated natural- 
ly crooked and irregular wood grain 
surface covers the entire front. Only 
Syncro exclusive Multi-Motion sand- 
ing pad action can sand with such 
grain and completely finish the whole 
surface, it is claimed. No set-up is re- 
quired, display is Ts ready to 
set on counter and create sales. Syncro 
Corp., Dept. AL, Oxford, Mich. 


For more data circle No. 26 on coupon, p. 58 


Kitch'N Handy Displays 


New selling aid, #401 display, uses 
only 30x20%” floor space but car- 
ries photographs of Kitch’n-Handy 
items showing installation, actual 
mounted hardware and operating 
samples of moving items. It is a floor 
model 6742” high, 30” wide, 20” front 
to back and carries 13 different items. 
Display No. 402 has the same fea- 
tures, but is styled for counter or wall 
areas. Kitch’n Handy Products, Dept. 
AL, Tacoma 2, Washington. 


For more data circle No. 27 on coupon, p. 58 









Four New Distributors 
Appointed by Filon 


Four new distributors have been 
appointed by Filon Plastics Corp., 
El Segundo, Calif., in its program 
of expansion. 

Georgia-Pacific Plywood Corp. is 
the distributor for Filon Fiberglas 
plastic panels in Connecticut. In 
Grand Rapids, Mich., Plastic Prod- 
ucts Industries has been made 
regional distributor. 

Wood Products Co. of Waterloo, 
lowa is a wholesale jobber for 
Filon and Elko Distribution Co. is 
the wholesale jobber in Iowa City. 

Each of the companies is 
equipped to service dealers, archi- 
tects and contractors and will 
maintain complete stocks of Filon. 


Lumbermens Merchandising 
Names Fraunberger as VP 


Robert C. Fraunberger has been 
appointed vice-president and gen- 
eral manager of Lumbermens Mer- 
chandising Corp., one of the largest 
wholesale lumber and building ma- 
terial supply houses in the country. 
Fraunberger, well known in the in- 
dustry, has previously been with 
Roddis Plywood and Atlas Plywood. 
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Good Display Pays Off For 


Merchandise properly displayed is 
90% sold, declares Dale C. Lawrence, 
manager, the Washington Building 
Materials Co., Spokane. To prove 
it, he points to the large volume of 
sales resulting from the home-like 
fireplace display in the firm’s show- 
room, 

The attractive brick and stone 
fireplace display looks like an inter- 
esting corner of a room in a modern 


October 31, 





Western Distributor 


home. Built around an “S” Heat- 
form heat circulating fireplace unit 
with a view of the fire from the 
front and one side, it also has a 
built-in barbecue with a metal hood. 


According to Lawrence, the dis- 
play has attracted many favorable 
comments and not only sold a great 
volume of Heatforms and barbecues, 
but other materials, such as brick 
and stone distributed by the firm. 
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LIKE-- 
ASPHALT 


\ 
7 * 


Plastic-Reinforcement Gives This Fine Product 
“tron-Like” Durability ... MORE Sales Appeal 
There’s nothing old-fashioned about MATICO! 
Not content to let well enough alone, MATICO 
research people have come up with a special 
new formula that greatly increases the tough- 
ness of asphalt tile. The secret is in polystyrene 
plastic. 

Here, now, is a product that combines the 
best features of asphalt tile...easy instal- 
lation, all-purpose use, and low cost... with 
extra selling factors, longer wear .. . crisper, 
brighter colors! 

Naturally, this means more sales and more 
profits for you. 

Sally forth today — contact your MATICO 
distributor for full details. 


MASTIC TILE CORPORATION OF AMERICA 
Houston, Tex. * Joliet, Ill, * Long Beach, Calif. - Newburgh, N. Y. 
Confetti + Aristoflex + Parquetry * Maticork * Asphalt Tile » Rubber Tile + Vinyl Tile + Cork Tile * Plastic Wall Tile 

















.- because they went 
to their doctors in time 


Many thousands of Americans 
are being cured of cancer every 
year. More and more people 
are going to their doctors in 
time. 


But the tragic fact, our doctors 
tell us, is that every third can- 
cer death is a needless death... 
twice as many could be saved. 


For the facts of life about can- 
cer, call the American Cancer 
Society office nearest you or 
write to“Cancer” in care of 
your local Post Office. 


American Cancer Society nd 








Recommended Reading for Lumber Dealers: 


PRICING 
FOR 
PROFIT 
AND 
MAKING IT 
STICK 





How to sell lumber and building products 
profitably. How to caleulate costs, make mark- 
ups and set prices that insure an adequate 
pref. This is ART HOOD’'S famous text on 





AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


Enclosed is... , ‘ 
please send me pid copies 


STATE 
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Simplified Accounts Receivable for 
Retailers is a new eight-page folder. 
Using no accounting machine and re- 
a, no highly trained clerks, 

ARR is said to provide the most com- 
= accurate and fastest method of 

andling accounts receivables. The 
new folder illustrates with flow 
charts how the system functions start- 
ing with the debit entry from a charge 
sales slip, billing procedures, han- 
dling the customer remittance and 
verification of all accounts receivables. 
Remington Rand Div., Spe Rand 
Corp., Dept. an 315 Fourth Ave., 
New York 10, N. Y. 


For more data bn Ne. 28 on coupon, p. 58 


Do-it-yourself illustrated manual 
outlines simple — for paneling 
walls with Savannah Oak, new ran- 
dom-width hardwood plywood panel- 
ing. Exclusive grooved rring strips 
and retaining clips make it possible 
to apply Savannah oak paneling in 
new homes or in remodeling. Also in 
the manual are illustrations of the 
complete line of pre-finished mold- 
ings for finishing off corners, base, 
crown or cove. Georgia-Pacific Plywood 
Co., Dept. AL, 270 Park Ave., New 
York, N. Y. 


For more data circle No. 29 on coupon, p. 58 


Flush Sectional Garage doors used 
on existing homes throughout the 
country are shown in a colorful six- 
page brochure. Also shown is an im- 
proved type of specifications and in- 
stallation chart to provide a working 
plan for builders and homeowners in 
pre-planning. According to the manu- 
facturer, the flush surface of the resi- 
dential garage doors actually sheds 
water, leaving no trap for water, 
snow and ice to collect and cause rot. 
Graham Industries, Dept. AL, 6901 
Carnegie Ave., Cleveland 3, Ohio. 


For more data circle No. 30 on coupon, p. 58 


KGA51 series of industrial lift 
trucks with Yale torque transmission 
is described in detail in a four-color 
folder. Through the use of a “phan- 
tom view” presentation, all internal 
features of engine and transmission 
can be clearly seen. The truck is built 
in capacities of from 3,000 to 8,000 
pounds and can be powered with gaso- 
line, diesel or LP-gas engines. The 
Yale & Towne Mfg. Co., Dept. AL, 
Philadelphia 15, Penna. 


For more data circle No. 31 on coupon, p. 58 


Technical Chart on Wood, Machine 
and Tapping Screws features pilot 
hole and shank clearance hole boring 
recommendations as well as how-to- 
measure and determine sizes in len 
and diameter for wood screws, Hole 
size recommendations and thread di- 
mensions for tapping screws are 
shown as well as thread dimensions 
for machine screws and stove bolt 
equivalents to machine screw sizes. 
Standard and special head styles aoe 
illustrated. Southern Screw Co, 

1360, Dept. AL, Statesville, N. on 

For more data circle No. 32 on coupon, p. 58 





October 31, 


LITERATURE 


“Anchoring made easy by Rawi” is 
a 20-page booklet giving full details 
of an anchoring training program de- 
signed to show distributors’ salesmen 
how and where to get more of the 
profitable anchoring business. The 
program is a brief, full-color slide pre- 
sentation, designed by experts, using 
the latest techniques to make solid 
how-to information interesting to 
salesmen and equip them to give in- 
poo mt advice and increase sales. 

mee ol Co., Dept. AL, 271 Church 
a ew York, N. Y. 


For more data circle No. 33 on coupen, p. 58 


The Keyline Door is the subject of 
a folder which gives complete de- 
tails on the overhead sectional garage 
door. Said to be all new, the door 
features Calder’s wedge tight tract 
action; has a normal headroom re- 
uirement of 10” (when used with 
ouble roller arms, 8”), and all parts 
are specially made to offer a balanced 
design for economy and effortless oper- 
ation. Calder Samlesturing Co., 
Dept. AL, Lancaster, Penna. 


For more data circle No. 34 on coupon, p. 58 


Wabash Wood Particle Board is de- 
scribed in a folder that gives details 
and specifications on the product. The 
board, made of milled and screened 
particles of ponderosa pine and water 
resistant synthetic resins, is said to be 
especially suitable for table tops, 
desks, countertops, partitions, sliding 
doors, decorative paneling and core 
material for furniture. e Wabash 
Screen Door Co., Dept. AL, 310 S. 
Michigan Ave., Chicago 4, Ill. 


For more data circle No. 35 on coupon, p. 58 


Egry Elite Compak autographic 
registers for handwriting sales rec- 
ords, invoices, billing and shipping 
are covered in a six-page folder that 
describes the complete line of new 
models. The electric and auditor type 
a agreed as well as the Egry Porto- 

and Handi-Pak registers are in- 
cluded as well as descriptions of all 
Egry forms. C. Stevens, Register 
Co., Dept. AL, Dayton 2, Ohio. 


For more data circle No. 36 on coupon, p. 58 


Figure 522 Tilter, especially de- 
igned for pouring from rubber drums 
o = wee ah and solvents is the sub- 
ject of a new circular. Complete de- 
tails are given on the lightweight, 
portable, easily loaded tilter, which 
is said to save time and effort and 
eliminate spillage and waste. Nutting 
Truck and Caster Co., Dept. AL, 1201 
W. Division St., Faribault, Minn. 


For more data circle No. 37 on coupon, p. 58 


Silent Hoist is a 12-page book con- 
taining complete data, specifications 
and liberal illustrations of Silent 
Hoist Liftruk and Lift-O-Krane. 
Known as bulletin No. 77B, the two- 
color book uses photographs to show 
a number of the silent hoist liftruk 
and lift-o-krane models in use in vari- 
ous industries. Silent Hoist & Crane 
Co., Dept. AL, Brooklyn 20, N. Y. 


For more data circle No. 38 on coupon, p. 58 
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Facts About White Six-Wheelers 
For the Construction Industry is the 
title of a new folder. Giving data for 
maximum efficiency of trucks in the 
construction industry, it has special 
background information on engines, 
frames and axles for both on and off 
the road service. Folder also illus- 
trates many applications of White 
specialized design six-wheelers. The 
White Motor Co., AL-Advertising 
Dept., Cleveland 1, Ohio. 


For more data circle No. 39 on coupon, p. 58 


Modernize Your Garage . . . Here’s 
How To Do It is a 12-page book of 
practical ways to make an existing 
garage fit today’s bigger cars. Well 
illustrated, it tells how to check door 
openings, brace roof and walls while 
remodeling, install track support 
for overhead doors and many other 
details. Information is also given 
about lumber sizes. Strand Garage 
Door Div., Detroit Stee! Products Co., 
Dept. AL, 3103 Griffin St., Detroit 11, 
Mich. 


For more data cirele No. 40 on coupon, p. 58 


Choice Selected Homes, a home plan 
book just released, contains 12 new 
multilevel homes among the 82 de- 
signs. Altogether there are 36 new 
plans never before published. Complete 
working plans, specifications, lumber 
and mill lists for each design are avail- 
able at low cost. Book is free with 
any order for other Garlinghouse 
books, or may be ordered at 50¢ post- 
paid. The L. F. Garlinghouse Co., Inc., 
Dept. AL, Topeka, Kansas. 


For more data circle No. 41 on coupon, p. 58 


Low cost materials handling with 
“3 tools in one” is presented in a new 
folder. Photographs illustrate the 
structural features of each model of 
Moto-Bug and show the various mate- 
rials handling assignments it takes 
care of. Three easily interchanged at- 
tachments, hopper, platform and fork- 
lift, for one standard chassis are said 
to enable the Moto-Bug to load, lift 
or haul all types of materials with 
one basic unit. Kwik-Mix Co., Dept. 
AL, Port Washington, Wis. 


For more data circle No. 42 on coupon, p. 58 


Color Magic With Consoweld is a 
29-page book planned to make har- 
monious color selection easy for house- 
wives and home handy men. IIlustra- 
tions show how decorative plastic sur- 
facing can be used in kitchens, bath- 
rooms, playrooms, and dens. Twelve 
complimentary color charts, prepared 
by Color Research Institute authori- 
ties, are used with room illustrations 
suggesting combinations of plastic 
surfacing patterns and colors with 
wall and floor colors. Consoweld Corp., 
Dept. AL, Wisconsin Rapids, Wis. 


For more data circle No. 43 on coupon, p. 58 


Striated plywood wall paneling is 
covered in a three-color sales pam- 
phlet of selling facts for dealers and 
distributors. Equally valuable to build- 
ers, architects, and interior decora- 
tors, the pamphlet is also an informa- 
tive mailing piece for prospective cus- 
tomers. It is an effective, illustrated 
guide for do-it-yourself home owners 
who install their own big 4’x8’x5/16” 
striated panels. Georgia-Pacific Ply- 
wood Co., Dept. AL, 270 Park Ave., 
New York, N. Y. 


For more data circle No. 44 on coupon, p. 58 


BUILDING Propucts MERCHANDISER 


Efficient storage is the subject of a 
48-page illustrated catalog called Steel 
Shelving—FF 188. Designed to assist 
users in selecting proper shelving 
items for standard and special require- 
ments, it covers shop equipment and 
steel storage cabinets as well as the 
stora shelving. Descriptions and 
specifications are given for open and 
close bin type shelving racks; shelves; 
shelving backs, sections, parts, doors 
and ladders, as well as shelf brackets, 
box inserts and shelf boxes. Remington 
Rand Div., Sperry Rand Corp., Dept. 
a sae Fourth Ave., New York 10, 


For more data circle No. 45 on coupon, p. 58 





What's Your Answer? 


(Answers to questions on page 50.) 


1. Chicago; December, 1956, as 
mentioned in article page 26. 


2. Libbey-Owens-F ord, whose ad is 
on page 4. 


3. R. A. Schaub, Northern Indiana 
Lumber & Coal Co., Whiting, Indiana. 
See story on page 27. 


4. The Silcrest Co. See ad on page 
9 in this issue. 


5. With budget selling that brings 
70-80 people into the yard every Sat- 
urday to make weekly payments—and 
buy more goods. 


6. Arthur Cox & Sons, Inc., with 
the coupon on page 37. 


7. American Lumberman’s model 
store exhibit. See article beginning on 
page 30. 


8. Clip and mark the numbered 
and lettered coupon on page 58 to send 
for data on material of interest to you. 


9. Floor panels and interior wall 
panels. See article page 40. 


10. National Manufacturing Co., 
Sterling, Ill. See ad on page 61. 


4DEA -A-MINUTE 


90°% Want HOME 


We recently surveyed all of our 
consumer customers to see if they 
wanted to continue receiving copies 
of the American Lumberman’s 
HOME Maintenance and Improve- 
ment magazine. Ninety per cent of 
the people asked to stay on the mail- 
ing list.—J. H. Lamson, vice-presi- 
dent, W. H. Sawyer Lumber Co., 
Worcester, Mass. 














TWIN-TILT TRUCKS 
CUT LABOR 
COSTS 


TWIN-TILT TRUCKS with 

SWINGARD CONSERVE 

SPACE and CUT LABOR 
COSTS. 


Built to turn on a dime and to 
operate with finger tip control, 
TWIN-TILT trucks allow one 
man to do the work of two. The 
SWINGARD safety feature of 
sturdy bar iron construction, pro- 
tect both man and load from in- 
jury or damage. The guard swings 
poe a to out of the way when 
truck is moving the load, to safe- 
ty position if truck is dropped, 
automatically catching and sup- 
porting the load. 


UP TO 1200 LBS. WITH 
FINGER-TIP CONTROL. 


TWIN-TILT is the only hand op- 
erated truck with the patented, 
labor saving auxiliary frame. It 
is of all meta) construction with 
full welded frame, (no bolts or 
rivets to work loose). Engineered 
for maximum ease of operation, 
Twin-Tilt trucks require a mini- 
mum of space in turning or mov- 
ing and lift up to 1200 Ibs. palle- 
tized materials with finger tip 
control. The Swingard safety fea- 
ture can be attached to any heavy 
duty hand truck 


For completely 
descriptive 


literature write, | 


TWIN-TILT TRUCK CO. 


(For more date on advertised products {ill in coupon on page 58) 

















Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 
Rates. 


| Time —20c per word for each insertion. 
Minimum charge of $1.00 per line. 


3 Times — 15e per word for each consecutive 
insertion. Minimum charge of 75c 
per line. 


Add $1.50 tion for 
aces pe inser blind ads bearing 


No eqmer commission or cash discount 
allowed. 


All ads tor classified section must be in Pub- 
lisher's office 14 days preceding date of iw 
cation. Advertisements are set in uniform 

ona Me No cuts or special kt 


Replies forwarded without additional charge. 
Count five words to a line and when less are 
specilied or used, regular line rate is charged. 
When answering box b or iling copy 
for ads address them to: 


AMERICAN LUMBERMAN., INC. 
139 N. Clark 3t., Chicago 2, lil. 








HELP WANTED 





Lumber Salesman 


Wanted: An i d lumb 1 

@ young man who has some knowledge A. | 
ability as a salesman along this line, either 
salary Or commission basis, by wholesale jum- 
ber company. Good territory open. Mention 
experience and name reierences. Address 
W243 A Lumb inc 











MANAGER 
RETAIL LUMBER YARD 
IN SOUTH FLORIDA 


Soommse of A ape climate and year round 
sunshine, people are uring to south 
Plerida . . . Tho plese ts booming . , Geese- 


experienced in mana 
Yard. i you want to live 
geseve ¢ a ry =e for a well established 
firm which you security with oppor- 
tunity for further edvancument, write in com- 
plete detail as to your past experience, per- 
-~ ~ information and na position, also 
enclose a recent photogra . Address Box 
H-36 A A 








WANTED: Managers. Bovecst openings avail- 
able tor men ~_ per ht qualifications to man- 
age lumber yards per Midwest. We are 
looking for eed 3 aindee men 
who are ambitious and 








sation comm: ty iti Pom quali- 
fications. These career positions include op- 
portunities for advancement, _ Profit sharing. 
and and fits with 





@ large, firmly established concern. Please 
inclu complete statement of your experi- 
ence, q ations and personal data with 
our application. Address Box H-24 American 
umberman, Inc. 


Wholesale Lumber Firm with offices in Dayton. 
Ohio, desires to employ young man under 35 
with “good knowledge of the lumber business. 
Excellent opportunity for man with ambition. 
Good salary. Very little traveling. 
A ply Neducation and exper giviag —— § 
. educa an 
+ wr experience 


Address Box G-53 American Lumberman, Inc. 





WANTED: Three Men — Counter Man, Shop- 
man, Yard Foreman. No age restriction if in 


ae ety health. ne ey ~aumoupore 
~~, Inc. = yan 
LUMBERMAN 
We are lochios for a with at t fi 
years of lumber ouperionce. we ban 
two AN, open. We are a large mid- 
western not a . a 
are unlimited fer @ aut san with amb 
a - 
tien, & fetter, — ert ~ 
48, 199 M, Clark St. Chicago 2. illinois. 
56 





HELP WANTED 





BUSINESS OPPORTUNITIES 





Old tahkliched hel 1 company y has ° 
ing for experienced salesman to cal] on lum- 





ber dealers for sales of carload lumber in 
tastern Ohio, the yg District and 
Western New York. Apply letter giving 


full details of background and references. 
Write to Lyman Peikein Company, 2010 Hol- 
lend Street, Erie, Penna. 





LUMBER YARD MANAGER—in early 30s with 
college fr: ete — established Midwest yard. 

Start $10. 

PREFAB HOUSE FACTORY MANAGER —under 

4U, with engineering degree needed to su 

ory an growing Midwest operation. hart 


HINES EXECUTIVE SERVICE 
310 My Louis St., Mount Prospect, Ill. 





HELP WANTED—Salesman to cover metropoli- 
tan area for buildi supply wholesaler. 
State qualifications and experience. Address 
Box H-50 American Lumberman, Inc. 





SITUATIONS WANTED 





LUMBER BUYER La ey my West Coast man 
with 10 years exp all cies would 
like to represent an rateblished Eastern, Mid- 
West or Texas outlet. Address Box H-39 Amer- 
ican Lumberman, Inc. 








MILLWORK SURVEY & DETAILING 
A firm of mill men offers a quantity survey 
and detailing service, Years of experience. 
Your pastes invited. 
Address Box F-49 American Lumberman, Inc. 








— rit Al = 





will be available in 

hirty days, retail or wholesale. Can invest if 
p~ A, Preter Indiana, Ohio. or Michigan. Age 
a Cente Box G-55 A 








SALES REPRESENTATIVES 
WANTED 





Active Metal Moulding Salesman 
Full time or side line. To call on linoleum— 
hardware —furniture stores—cabinet shops — 
lumber dealers manufacturers and wholesale 
distributors. Representing Manufacturer of 
complete quality line of aluminum and stain- 
less steel ae Exclusive territories 


open. Na y. 1134 Alum 
reek Drive, ee %, Oo 





Distributor for Reynolds Lifetime aluminum 
building materials, do-it-yourself aluminum 
and allied aluminum materiais de- 
sires representation in Maine, New Hamp- 
shire, Vermont, Rhode isiand, Connecticut 
and western Massachusetts, calling on lumber 
yards, hardware stores and building materials 

No t: to allied tunes. Write 
ar i Products Dist. of N. E. Inc., Box 

. East Dedham, Mass. 








Manufacturers Agents to represent America’s 
most revolutionary Portable Picnic Table. 
Lumber dealers buy this steel ages Do-It- 
Yourself Kit on sight assuring big volume. 


Lynn Corporation. Inc. 
234 South "Toeman St.. Marshall, Mich. 





SALES REPRESENTATION 
AVAILABLE 





ATTENTION DOOR MANUFACTURERS 


MANUFACTURERS REPRESENTATIVE with 
door experience and established follo 
among lumber yards, mill houses, etc., Chi- 
cago area, deans good door line. Well rated 
manutacturer only. Address Box H-35 - 
ican Lumberman, Inc. 


( dctobher 3] 





Strongly egeeed wholesale lumber firm in 
ted in financing 


Northern Indiana patesasto® your 
orders on Se profi crepngepent, Replies con- 
fidential. Address a H-4] American Lumber- 


man, Inc. 








If you are a retail _lumber yard or a whole- 
saler in good fi and can in- 
crease your volume with the use of additional 
gop. Write Box H-51 American Lumberman, 
nc 








BUSINESSES WANTED 





WANTED — LUMBER YARD 
Desire location in Central Upstate New York. 
Must have railroad siding. ay Fg 
will be retained. J. Mulroy, Box Albany 
5, New York. 





USED MACHINERY WANTED 





The following used equipment if fairly new 
pm in first class condition: 
Mortiser Shaper 
Tenoner Planer 
Drum Sander Jointer 
Relisher Sticker 


National Sash and Door Co., 10307 Detroit Ave., 
Cleveland 2, Ohio 


waes 





Electric T 
For use in planin “end o- y mills FOR Tri- 
Pacer or Cesna ning “an be 1952 or newer. 








Give all specications = plane in first setes. 
Will trade for h_ difference - ¥- r dow 

P. O. BOX S22], “STATE COLLEG: STATION. 
RALEIGH, N. C. 


‘ 





WANTED — RAILS 





RAILS, New and Re’ 
Bought and Sold 
1000 Good ~~ 
Kiln Trucks, in stock 
$6.00 each. 


M. K. FRANK 
480 Lexington Ave., New York 17, N. Y. 





BUSINESSES FOR SALE 





For Sale: igmber yard located in town of four 


for a hustler. Reason for selling, health. Write 
Box H-27 American Lumberman, Inc. 








RETAIL LUMBER 
and 
BUILDING SUPPLIES 


Business for sale. Located in Central 
and 





New York. = facilities 
for manufacture 
distribution " jumber, 


= building "supplies Established 
over Pid a ormal sales volume 
$600,000 : tire personnel a, — 
upon sale e t owners w ve 
other sale _euouyl owns ls only. Send 
reply to Box 1560, Grand Central Sta- 
tion, New York 17, N. Y. 


LUMBER YARD 
FOR SALE, since 30 years anmeies in New 
ios Af : Manhattan. Owner reti _— Address 
ox 











FOR SALE 
bn oy in eastern = b me, joe ted » 
h farming comm: Fn Vv sma 
ab will St henaier’ 7 wiieee 0 re- 
fre. Address Box H-29 P.-E Lumberman, 
inc. 








FOR SALE—One of the very finest Retail Lum- 
ber and Coal roe, located in the fastest 
Mic! Approximate: 


reweey city higan. ly 

100,000.00 to $125,000.00. of p 

and immediate develo mt, this fe will be 

sold quick. We will furnish all details to re- 
Owner re . Address 


8 b 
Box H-31 rican Lumberman, 





1955, 


AMERICAN LUMBERMAN AND 








BUSINESSES FOR SALE 





MISCELLANEOUS FOR SALE 








SOUTHERN CALIFORNIA LUMBER YARDS 
FOR SALE 


Advise amount you wish to invest; also see 
our ad in previous issues. 

Twohy Lumber Co., Licensed lumber yard 
brokers for over 40 years. 714 W. Olympic 
Bivd., Los Angeles 15. 


FOR SALE Profitable lumber and building sup- 

y te hardware in 
center of the most productive farming area in 
Northern Illinois. Complete stock. Business 
has large farm p kup trade. B is clear. 
No bt derful opportunity for 
energetic man. Address Box F-24, American 
Lumberman, Inc. 











For Sale: Yard located in South-Central Wis- 
consin. Best dairy and farming section. Com- 
pany owns al! the ground the yard is located 
on and should get about $15,000.00 for yard 
and equipment. Stock amounting to about $35.- 
000.00 to be taken over at market. Interested 
only in buyer who has cash or sound securi- 
ties. Annual business between $150,000 and 
$175,000. Owner desires to retire account age. 
Address Box H-47 American Lumberman, Inc. 





retail lumber yard. Sales — $65,-$75.- 

er year. Southwestern Michigan. $10.- 

uys land and buildings on busy high. 

. Inventory at cost. Good money maker. 
Address Box 42 American Lumberman, Inc. 





For Sale — Well located Cash and Carry 
Lumber Yard. Doing profitable business. Land 
and Buildings $57,000. Inventory approximately 
$40,000. Write P. O. Box 825, Toledo |, Ohio. 


FOR SALE OR LEASE retail lumber yard on 
the edge of large good building town in 
eastern lowa. Located on Highway. Lots of 
room for old blished concern 
serving both | city and rural trade. Net profits 
high as operation is of low overhea fast 
turnover type. Modern Office and showroom. 
Up-to-date delive captoment, This yard is 
priced to sell at sto. or will lease to right 
responsible party at $400 per month, with 





tion to eae. Requires an inventory of about 
s5s.000 Good millwork and suppliers located 
in ius town. 
money maker. Address Box H-48 American 
Lumberman, Inc. 


is is a live business and a 


FOR SALE: Califernia lumber and building 
material yard in thriving San Joaquin Valley. 
Established 10 years. Attractive store, ample 
sheds, highway frontage, convenient spur. In- 
vestment over $50,000. Will sell for $25,000. 
Closed due to owner's health. Address Box 
H-46 American Lumberman, Inc. 


FOR SALE 


Attractive Lumber Yard in Central Minnesota. 
Recently built. Prosperous territory. Average 
annua! sales . Volume can be easily 
increased to $300,000. Address Box H-52 Amer- 
ican Lumberman, Inc. 


FOR SALE: Lumber: and complete buildin 

terials yard and store. Good location, West- 
ern New York State. Annual sales $170,000. 
Address Box H-53 American Lumberman, Inc. 


FOR SALE 


Retail Lumber and Building Material Yard in 
fast growing town of 12,000 population in 
West Texas. Farming. ranching and oil trade. 
50 mile trade area. 150 ft. frontage x 115 ft. 
depth on leading Highway to Farm area. 
Ample office, display room and lumber sheds. 
In peinese 5 years, Gross sales last year 
$200,000.00. pe ens approximately the same. 
40 percent to percent mark-up on sales. 
This business can be a real money maker. 
Reason for selling: Owner wants a chan Be 
Ideal climate, sunshine practically spends t 
winter. Will sacrifice for cash sale $30,000.00 
and inventory, (approximately $20,000.00). Will 
sell accounts gy om at discount, (approxi- 
mately $20,000.00). Also $40,000.00 Four Bed- 
room Home and other business lots for sale 
if interested. Might consider equity in nice 
motel in Southwest or other business prop- 
erty in trade. 
Address: PECOS LUMBER CO. 
Box 293, Pecos, Texas 
Larry Ross, Owner 


BUILDING Propucts MEeRCHAND 


CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
inneapolis, Minn. 





DOUBLE YOUR INCOME from your news- 
aac ee pnw ae guale our low cost 
*Tumber-r- t. cart For FREE proots write 
to DAVID LILLY ADVERTISING. Box 167, Long 
Beach 1, California. 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 


Extension Ladder Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly: 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Phone 6-2531 TWX EG-049-U 





USED MACHINERY FOR SALE 





We are changing to a 72" carrier and lift truck 
package and offer for sale 1 two year old Ross 
Straddie Carrier Series 70 model 60°" 
capacity. Price $2975.00 f.o.b. our plant. This 
machine is like new and a bargain at the 
above price. 
HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Ill. 





FOR SALE: ROSS STRADDLE CARRIER, Mod. 
90-7968. 15 ton. P. A. Henault, 25167 Grand 
River, Detroit 19, Michigan. 


For Sale: One Clark 8’ x 12°’ left hand, ball 
bearing Band Mill, complete in every way, 
with 24 heavy on, Clark rope feed carriage 
with steam drive. Now set up. Available im- 
mediately. 

Boshco, Inc. 

200 Boston Avenue 

Medford 55, Mass. 

Tel. Mystic 8-4010 


Red Star B-60 Multiplex Saw 5 H.P. 220 Volt 
3 phase Motor and 22” Track Travel. 

#115 LH Covel Band Re-Saw Sharpner for 4 
to 10°° widths. Address Box H-54 American 
Lumberman, Inc. 


FOR SALE 


We will be receiving new equipment from Ross 
and can offer for sale and immediate delivery 
two Model 10H Ross lift trucks at $4,175 each. 
Hydraulic side shift carriage 66°". Operator's 
guard. 172° forks can be cut down to any 
desired width. Lift height 28’. Ross will cut 
down towers if a lower height is required for 
clearance, on the 28° pistons. Also available: 
One Model SW Ross lift truck car unloader, 
lift height 9’ free lift, fork length 42”, stand- 
ard, with 60° extension. ea counter- 
weights. Two lights for closed loa . Price 
$2,075 {.0.b. Chicago. 


HUSS LUMBER COMPANY 


1350 W. Fullerton 
Chicago 14, Ill. 





BOOKS FOR SALE 





LUMBER CALCULATOR. By W. H. Selomon. 
A help for ascertaining accurately and quick- 
ly the number of feet board measure in dif 
ferent sizes of lumber, especially where frac- 
tional rts of an inch are to be figured. 
Price $2.00. 


AMERICAN LUMBERMAN, INC. 
199 N. Clark St., Chicago 2. Il. 





MONEY-MAKING METHODS 
(begins on page 28) 





loans running no more than 180 
days. 
7. using FHA Title I bank loans. 


“You can develop. private 
sources of lendable money,” Smith 
said, “if your firm is respected and 
the money is secured by first mort- 
gages on good property. 

“We don’t let customers go else- 
where for estimates,” he pointed 
out. “We do not hesitate to ask for 
credit references and we point out 
the great service our financing 
brings buyers.” 

Smith commented on meeting 
and beating competition: “Service 
is our business. The other fellow 
sells the same materials we do, 
but we know we can excel in serv- 
ice, tailored to fit our customers.” 


RAY C. DEVILLE “There is not as 
much red tape as you may think.” 


"Sell Homes, Not 2x4's"........ 


“The lumber dealer should gear 
his selling to selling houses, not 
2x4’s, if he wants to make money.” 
That is the thought of Ray C, De- 
Ville of DeVille Lumber Co., Can- 
ton, Ohio. DeVille said that by 
doing this the lumber dealer and 
the builder both will make money. 

“The builder is no good to him- 
self or anyone else if he doesn’t 
make money,” DeVille asserted. 
“If the lumber dealer knows fi- 
nancing, the builder will want to 
make use of that information. He 
will learn to rely on the dealer. 

“There is not as much red tape 
in home finance as you may think,” 
DeVille said. “First, put one man 
in charge of your financing. Then 
have him contact the various lend- 
ers—banks, savings and loan asso- 
ciations and the like. When you 
find one to work with, make up 
each loan application as com- 
pletely and correctly as you can, 
Remember that 30% of all FHA 
applications are rejected in the 
preliminary stages because the 
papers aren’t drawn up right. It’s 
easy to learn how to do it. 

“Then you'll be selling financing 
service which will bring sales of 
complete houses at list rather than 
2x4’s in competition. You'll sell 
packages instead of prices.” 
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Portable Typewriters 


Suntan and copper two-tone color 
styling and an extended paper support 
are features of the new Underwood 
De Luxe Quiet-Tab portable type- 
writer. Its lower-priced companion, 
the Underwood Universal Quiet-Tab, 
is offered in a horizon blue and dawn 
grey color combination. Both machines 
come in streamlined contrasting two- 
tone carrying cases. These two new 
models also have improved carriage 
rail construction for writing accuracy 
and greater ease of operation. Under- 
wood Corp., Dept. AL, One Park Ave., 
New York 16, N. . 


For more data circle No. 46 on coupon, p. 58 





The Electrall Generator 


The Electrall portable electric gen- 
erator developed by International Har- 
vester and General Electric is an- 
nounced. As an attachment for 
International trucks, the Electrall 
generating system provides on-the- 
spot standard 60-cycle power for op- 
erating power tools in pioneering, 
building and construction work, etc. 
Output of the Electrall, which is op- 
erated by power takeoff from the 
truck’s engine, is 12,500 watts. It will 
handle, it is said, up to a 10 hp motor, 
depending on its applications, and has 
plug-in outlets for alternating current 
110 or 220 volt single phase, or 220 
volt three phase. Weight of the Elec- 


trall is 325 
vester Co., 


unds. International Har- 
ept. AL, 180 N. Michigan 


Ave., Chicago 1, Ill. 


For more data circle No. 47 on coupon, p. 58 





Plastering Machine 

A small, low-cost finish plastering 
machine containing a true plaster 
pump is announced by the manufac- 
turer. This model, known as AG-25 
Plaster-Master Machine, will pump 
up to 50’ and give real production 
yardage, it is claimed. A wide range 
speed selector allows proper selection 
of plaster volume and a new, small 
size lightweight gun can be ‘extended 
to any length by adding sections of 
aluminum pipe. Model AG-25 Plaster 
Master has a 2% hp gasoline engine, 
a four cubic foot hopper, a pump with 
capacity of % cubic feet per minute, 
a %” hose and weighs 250 pounds. 
Santa Anita Manufacturing Corp., 
Dept. E-AL, 2828 Newell St., Los An- 
geles 39, Calif. 


For more data circle No. 48 on coupon, p. 58 
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Paint Spray Outfit 

Model 3BTE-K paint spray outfit is 
a new, high output, low-cost paint 
sprayer designed for the farmer, 
painting contractor or maintenance 
painter. Eight-inch wheels with semi- 
pneumatic tires provide portability. 
Spray gun included is a combination 
type capable of internal mix or ex- 
ternal mix operation and will spray 
heavy, slow drying materials such as 
house paint and barn paint and light, 
fast drying materials such as lacquers 
and synthetic enamels. Fifteen feet 
of quarter-inch air hose is included. 
Decora Manufacturing Co., Dept. AL, 
1516 Park Ave., Emeryville, Calif. 


For more data cirele No. 49 on coupon, p. 58 


The All-New Riviera 


Moto-Mower’s completely re- 
designed and expanded 1956 line fea- 
tures the all-new, 18”, non-scalping 
Riviera self-propelled, two-speed ro- 
tary. The Riviera, along with three 
other redesigned Moto-Mower rotary 
models, is styled to mow over terraces 
and around flower beds without cut- 
ting into the turf. All but one of the 
Moto-Mower models have Briggs and 
Stratton engines with improved recoil 
starters and silent mufflers. The Del- 
ray is equipped with a Clinton engine. 
The Moto- ower Co., Dept. AL, Rich- 
mond, Ind. 


For more data circle No. 50 on coupon, p. 58 


Aluminum Balance Unit 


A new type, combination weather- 
strip and sash balance is announced 
by Malta as an improved feature on 
the company’s Malt-A-Master wood 
window unit which has removable sash 
yet is fully balanced. This lightweight 
aluminum balance unit replaces the 
standard parting stop on each side of 
the frame and is said to keep windows 
in perfect operating condition. The 
rustproof, anodized aluminum weath- 
erstrip assures air-tight, dust-free 
service. Malt-A-Master double hung 
windows can easily be removed from 
the frame for added convenience in 
washing, cleaning and painting. The 
Malta Manufacturing Co., Dept. AL, 
Malta, Ohio. 


For more data circle No, 51 on coupon, p. 58 


SUILDING Propucts MERCHANDISER 


Thrifty Portable Heater 


A new Thrifty model portable 
heater, making its appearance under 
the Herman Nelson trade name, is 
said to be new from top to bottom. 
The manufacturer claims that modern 
design and production techniques have 
been combined in the new unit to 
make available for the first time an 
indirect fired air heater in the low 
price field. The new Thrifty heater 
is fired with ordinary fuel oil, but 
will burn gasoline just as efficiently. 
Heating capacity is manually controll- 
able from 50,000 to 170,000 btu per 
hour. The heater may be used indoors 
or out. American Air Filter Co., Inc., 
ag AL, 215 Central, Louisville 8, 

y. 


For more data cirele No. 52 on coupon, p. 58 


Boose Power Workshop 


By easily and quickly changing the 
position of the motor and the cutting 
tools, the complete Boose Power 
Workshop can be made adaptable for 
all work requirements. For example, 
the motor can be removed from the 
machine carriage to serve as a port- 
able eight-inch saw. Principles of op- 
eration are simple—consisting of an 
adjustable motor and table top and 
changeable tools and accessories. 
Reamstown Products Co., Dept. AL, 
Reamstown, Penna. 


For more data circle No. 53 on coupon, p. 58 


Hystamatic Drive 


A new and simplified torque con- 
verter-type drive, Hystamatic Drive, 
is now offered for the Hyster 3,000- 
pound capacity UC-30 and the 4,000- 
pound capacity YC-40 Lift Trucks. 
The Hystamatic Drive design includes 
a clutch for precise speed regulation 
when combining the traveling and 
hoisting operation. Partial engaging 
of the clutch allows a reduction in 
traveling speed while retaining fast 
lifting speed. The drive assembly 
combines lift truck transmission and 
drive axle into one unit. Hyster Co., 
Dept. AL, 2902 N.E. Clackamas §&t., 
Portland 8, Ore. 


For more data circle No, 54 on coupon, p. 58 
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“Tl knew her when she didn’t know 


Overheard in Hollywood: 
where her next husband was coming from.” 
7 o * 


An ¢fficie ncy expert walked into an office and asked the first 
clerk he met, “What do you do here?’ 

“Nothing,” answered the clerk, who was obviously getting tired 
of e fic tency experts 

The expert nodded, made a note and then asked a second clerk, 

Ind you, what's your job here?” 

“1 don’t do a thing either.” 

“Hmmmm,” said the efficiency expert 

“ae: 2 


“Duplication.” 


The sponsor is the one who makes a television program impos 
sible 


* * * 


The local painter was exhibiting some of his work when an 
inquisitive matron asked, “Tell me, do you do anything in the 
nude?” 

‘Well, madam,” replied the artist, ‘ 


* * * 


Occasionally I take a bath.” 


YOU NAME IT! 

Our new DFPA plywood mill will open within the next three 
weeks ; and we haven't yet coined a trade name for the fine quality 
plywood sheathing we will produce for MAUK customers. 

Send us your suggestion for branding our plywood sheathing. 
Every entry will receive a box of our pencils that can be used in 
figuring your profits after stocking MAUK PLYWOOD 
SHEATHING, 

Be one of the first to have the opportunity of purchasing MAUK 
top quality sheathing from the most modern mill in the industry 

> * * 


Simple Celia says everytime she drops a hint about their walk- 
ing down the aisle together her boy friend takes her to the movies. 
+ .s * 


Tenant: “The people who live upstairs are very annoying. Last 
night they were banging on the floor after midnight.” 
Landlord: “Did they awaken you?” 


Tenant: “No, Fortunately | was still up playing my tuba.” 
** © 

Many a gal’s hope chest is a big bust 
*“* * 


“I'm warning you. He's a wolf 
your back,” 

“So what? I'll wear an old dress.” 

es 

Do You Know What Dep't: 

Do you know what embesslement is? Grand larceny in a white 
shirt 

Do you know what diplomacy is? 
your way 

Do you know what value is? Quality products at reasonable 
prices, MAU K, of course. 


He'll rip the dress right off 


Letting someone else have 


* + * 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 


60 (For more data on advertised products fill in coupon on page 58) 











MANUFACTURERS NEWS 
(begins on page 43) 





Owens-Illinois Opens New 
Technical Center at Toledo 


Entire cities built under glass domes, satellite sta- 
tions and space ships made of glass—these are some 
of the possible future uses of glass according to 
Owens-Illinois Glass Co. 


Anticipating amazing new uses for the product 
based on research, Owens-Illinois has opened a new 
Technical Center at Toledo, Ohio, with extensive 
facilities for research and development of new prod- 
ucts and processes for the future. 


Flexible in design, the Center’s laboratories and 
offices can be expanded or reduced by rearranging 
movable partitions. Equipped to take a project from 
fundamental theory through final testing under com- 
mercial conditions, the two-story building is staffed 
by 500 scientists and technicians; houses drafting 
rooms, offices, 50 laboratories and a mammoth pilot 
plant. 


Possibilities of future uses for glass are drama- 
tized in a display in the Center based on the premise 
that man will eventually go beyond his present living 
environment to find new living space. Highlight of 
the exhibit is a scale model of a city in the Antarctic 
depicting industrial, business and residential sections 
under glass domes, joined by interconnecting tubes of 
glass and with completely controlled atmospheric 
conditions. 


COMPANIES ANNOUNCE 


(continued ) 


National Gypsum Co. has announced the development of 
a flame-resistant paint finish for its wood fibre insulation 
board products. According to Dean D. Crandell, vice-presi- 
dent in charge of research, “The non-burning ingredients 
in the new finish practically eliminate the danger of flash 
fires and rapid fire spread ... permitting the use of our 
interior fibreboard products in commercial construction 
where a high degree of flame-resistance is of importance.” 


American Sisalkraft Corp. is expanding its sales force 
to Canada and has named Ben Pomeroy to promote its 
products in that market. The firm has also announced 
appointment of two new sales representatives, Robert J. 
Kordenbrock and Ellis T. Flannigan. 


Owens-Corning Fiberglas Corp. has announced plans to 
build a plant in New Jersey, near Camden, to be devoted 
chiefly to manufacture of Fiberglas insulations, noise 
control products and other building materials. Construc- 
tion will begin this winter and it is hoped to have produc- 
tion underway next fall. 


The Silerest Co. has announced it is discontinuing pro- 
duction of hollow core doors, to release additional manu- 
facturing and warehouse space for Crestline solid core 
doors as well as panel, louver, combination and garage 
doors. It will also immediately increase facilities for mak- 
ing Crestline Removable, Slideby and Stacking window 
units, according to L. T. Riordan, vice-president. 


The American Society of Architectural Hardware Con- 
sultants elected Arthur H. Uhler president at its annual 
meeting, held during the joint convention of the Society 
and the National Builders’ Hardware Association in St. 
Louis, Mo. Uhler is a regional manager in the west for 
The Stanley Works, New Britain, Conn. 


October 31, 1955, AMERICAN LUMBERMAN 
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WHY IS GOOD MORTAR IMPORTANT? 


Because of their size and weight, concrete blocks require 


mortar with “body”, plasticity and water-retaining capacity. 
Brixment meets all these requirements. It has the body 
necessary to support the weight of the unit and hold it up 
to the line. It has the plasticity necessary to prevent the 
mortar from falling off the long head joint. while the 
block is being placed in the wall. It has high water-retain- 
ing capacity, which gives the bricklayer more time to 
shift and adjust the block to its final position before the 
mortar stiffens. 


It is the combination of these characteristics that makes 
Brixment the leading masonry cement for concrete block 


as well as for brick. 


Louisville Cement Company . . . Louisville 2, Kentucky 





